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Sept. 24, 1945. 


STRIKE IN WESTERN LUMBER INDUSTRY—Reports from the western lumber producing 


regions this morning indicated 60,000 AFL union workers went on strike in 494 mills and log- 
ging camps located in Oregon, Washington, Idaho and Montana. This shut down about 85 
percent of that region’s lumber operations. Workers are asking $1.10 basic wage, an in- 
crease of about 20 cents per hour. 





LABOR SITUATION CRITICAL—Reports from all lumber producing regions indicate a not- 
able lack of efficient labor willing to work for current wages. Consensus among nation’s 
industrial leaders is that wave of present strikes is but beginning — that major wave of 
strikes in all phases of industrial production will hit nation in late October and November. 





SOUTHERN PINE WAR COMMITTEE CONTINUES — Although war is ended, Southern 


Pine industry still feels need for activities of its wartime born committee to present the in- 
dustry’s story in Washington. Latest appeal for clarification of problems to Reconversion 
Director Snyder says: “Our industry seeks your earnest consideration of the situation in 
which it finds itself, through no fault of its own and through conditions over which the 
government alone has control, and for which it must accept full responsibility.” 





TRUCK DELIVERY RESTRICTIONS END NOV. 1—Still existing shortage of tires, trucks and 


manpower may delay return to prewar delivery service. It has been announced that truck 
rationing will end December 1. 





REGULATION “W” MODIFIED—Installment credit restrictions on home repair jobs, con- 


struction loans will be lifted Oct. 15. Restrictions on charge accounts may be eased in near 
future, according to Federal Reserve Board. Simplification of order includes raising of maxi- 
mum maturities to 18 months for loans on unrestricted commodities or services. 





UNDELIVERED AA ORDERS LOSE RATING—FEffective October 1, all orders rated in the 


AA brackets originally accepted and scheduled for delivery by Sept. 30, that have not been 


delivered, lose their priority and can be treated the same as unrated orders, says Interpre- 
tation 1 to PR 29. 





TRAVEL RESTRICTIONS ON WAY OUT—Leaders in transportation confidently expect all 


railroad travel restrictions to be removed before the Christmas holiday rush. Air travel 
priorities are scheduled for elimination October 15. 





SURPLUS WAR MATERIALS BELOW ESTIMATES—Contrary to a general belief that gov- 


ernment surpluses in commodities would total 18 to 20 billions, latest compilations by au- 
thorities indicate the figure will run closer to 10 billions, and will not present the threat to 
stable markets previously anticipated. 





BRITISH CANCEL PREFABBED HOUSE ORDER—After some 13,000 of the prefabricated 


houses for Britain had been completed for delivery, the end of lend-lease, plus the fact 


British citizens did not like the houses too well, resulted in cancellation of the balance of the 
contracts for 17,000. : 
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EDITORIAL 


Will It Be Chaos 
Or Prosperity? 


The military phase of the war is over. On the 
land, on the sea and in the air our forces have tri- 
umphed over the aggressor nations. Our enemies, 
completely overwhelmed and defeated, face years 
of occupation and rigid control. If successful, that 
occupation and control will eradicate war-mon- 
gering elements, instill a spirit of democracy in 
the defeated nations and make them fit to fill their 
rightful places in a civilized world alongside the 
peace-loving nations. 

But we have no right to be overly-optimistic or 
feel that our job is done. It is not. Military suc- 
cess means that the war is half won. We have 
contended all along that this war divided itself 
into two basic phases. The first was the fighting 
or military phase. The second is the economic 
phase, commonly described as a “postwar” prob- 
lem because it became an actual and immediate 
problem only after the cessation of hostilities. This 
economic phase, however, was a potential prob- 
lem throughout the duration of the military phase. 
It cannot be divorced from the war; it is part and 
parcel of the same struggle. 

Keys to success in the military phase of the war 
were the planning of wise strategy, the mobiliza- 
tion of tremendous armed forces, and the large- 
scale production of the implements of war. We 
won that phase because we tackled those prob- 
lems and solved them. By and large, the strategy 
of our supreme command was sound. Werraised 
a huge force of brave and well-trained fighting 
men. On the industrial side; management and 
labor cooperated to produce munitions at an un- 
precedented rate. In a large measure, this co- 
ordination of effort was voluntary and patriotic. It 
was, however, directed and channeled by means 
of rigid wartime regulations which were unpleas- 
ant and sometimes clumsy but, on the whole, 
necessary. 

Now, that pattern of cooperation has broken 
down; if it is not soon rebuilt we will lose the eco- 
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nomic phase of the war. The objectives of this 
economic battle are full employment and a good 
standard of living. The key to success is the pro- 
duction and distribution of needed goods and 
products. We can through cooperation—not reg- 
ulation—achieve that success. But a spirit of co- 
operation is notably lacking. Our national econ- 
omy is bogging down into chaos. 

Manufacturers are eager to go ahead. They 
want to employ workers and produce goods. 
Dealers and distributors are crying for merchan- 
dise to restock their barren shelves and sheds, to 
fill the great gulf of unsatisfied consumer demand. 
As a startling contrast, there is not a willingness 
to work. Labor, evidently, is not anxious to go 
ahead. A wave of serious strikes is sweeping the 
Nation. 

Out .of .Washington .is coming a ridiculous 
babble of small voices. Fantastic schemes to put 


. ceiling prices on homes are proposed, gigantic 


public housing bills are written, expensive air- 
planes are given to foreign political leaders, elab- 
orate plans for big unemployment compensation 
are advocated to make loafing financially as well 
as physically attractive — each of the vociferous 
bureaucrats and administrators follows his own 
rut, magnifying and distorting his own objective 
out of all proportion. No one has tackled the real 
problem—the basic problem—of getting this coun- 
try back to work. 

Without work there can only be chaos; pros- 
perity becomes a dimming hope. . . Everybody de- 
serves fair treatment; labor, management, pro- 
ducer, distributor and consumer alike. Let’s see 
that they get it, but let’s stop wasting our national 
energies on ridiculous little programs. Let's tackle 
the real problem of getting back to work, stopping 
the strikes and unshackling industry so that homes 
as well as other necessities of decent living can 
be produced. 

To the famous Four Freedoms we are now try- 
ing to add a Fifth Freedom—the Freedom from 
Work. We are on the wrong track, and the coun- . 
try will suffer for years to come if we don’t switch- 
to the right one now. : 
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The biggest backlog of business you’ve ever heard @ indus 
‘ “ye ‘ ent 
is piling up behind the war orders that now take t ne 
: lion’s share of Upson Panels. 
Your supply problems of today will dwindle into insi 
nificance in the face of the profitable Upson volume you’ 
be doing next year, perhaps, and in the years ahea 
Unfortunately, there is little we can do to increase t 
present supply of Upson Panels for civilian use. 0 
military forces want Upson Panels for the same reaso 
ae 4 : you do . . . because of their ease and speed of installatiof 
. : their lasting beauty, their insulating value . . . the 
\ famous crackproof quality. So long as there are milita 
(4 & hospitals and buildings to construct that military deman 


will probably continue. 





One of these days military needs will be met. The 


Upson Panels will be available to you in ever-increa! 


‘ ° . th 
ing abundance. In the long run you will lose nothi ai 
by your generous sacrifice of needed supplies for critic pass 

fs. ceili 

: military construction to assure the health and comfort ¢ 


our men abroad. You will be able to serve an ever-growi 
list of customers with genuine Upson quality—avoiding le: 
desirable makeshifts that might endanger your reputatiot 


The Upson Company, Lockport, New York. 
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dl-4i Revoked--But OPA-NHA 






Threaten to Stifle Home Building 


HE Building Restriction Order 
L-41 has been revoked by WPB 
effective October 15. For three years, 
six months and six days—from April 
9, 1942 to October 15, 1945, when it 
joins numerous other wartime restric- 
tions on the way to oblivion—it has 
been one of the major topics of con- 
versation in lumber yard offices and 
wherever dealers congregated. It has 
been the inspiration for millions of 
words written and spoken by authori- 
ties in all segments of the building 
industry as well as those in govern- 
ment positions charged with adminis- 
tration of the terms of the order. Lum- 
ber dealers throughout the nation 
loyally supported L-41 for the duration 
and cooperated with the government 
in channeling manpower, lumber and 
building materials toward victory. 
Developments since VJ-Day, includ- 
ing several relaxations in the order, 
forecast its eventual cancellation, 
despite some strenuous efforts from 
outside the industry to continue re- 
strictions on residential building. In 
announcing revocation of L-41, along 
with the $8,000 limit on permitted 
houses, Reconversion Director John W. 
Snyder offered a_ six-point program 
designed to get home building under 
way as rapidly as possible, at the 
same time taking all precautions 
against possible uncontrollable infla- 
tion. The program of Price Adminis- 
trator Bowles to put a ceiling price 
on finished homes was omitted by Mr. 
Snyder from the announcement. Al- 
though Mr. Bowles insists Mr. Snyder 
concurs in his efforts to have congress 
pass a law permitting OPA to establish 
ceilings on house costs, he has not ex- 
plained why the proposal was not part 
of Mr. Snyder’s program. The recon- 
version director’s office has revealed, 
however, that the OPA program was 
not included because members of the 
OPA staff have not arrived at a work- 
able formula for fixing and adminis- 
tering the ceilings. 


FORMULA TO SPUR BUILDING 


The six-point formula to spur ex- 
pansion of the building industry as 
announced by Reconversion Director 
Snyder includes: 

1. Increasing the supply of scarce 
building materials, if necessary by 
granting priorities to the producers— 
aS in the case of bricks—by modest 
Price increases to step up production. 

2. Strengthening inventory controls, 
the machinery by which WPB pre- 
vents over-buying and hoarding of 
scarce supplies. 

3. Tightening of price controls over 
building materials. (It is understood 
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OPA working to set up area dollars-and-cents ceilings on 
materials and services for building and also agitating to set 
ceiling prices on all completed new homes and real estate... 
Wagner-Ellender Housing Bill pushed by public housers. 


this includes issuance of flat dollar- 
and-cent ceilings, uniform in each 
community.) 

4. Cooperation of the federal lend- 
ing agencies to “discourage excessive 
and unsound lending on mortgages” 
and the enlistment of voluntary help 
from banks, loan companies and other 
private lenders. 

5. Calling real estate men, lumber 
and building material dealers and con- 
tractors to Washington to lay out a 
voluntary program for holding down 
costs and increasing production of 
homes and materials. 

6. Advisory service to home buyers, 
to be given by the National Housing 
Agency whether or not the prospective 
buyer gets federal aid in financing 
his purchase. 

The first and third points of this 
program do not seem consistent. One 
of the prime curbs on the production 
of lumber and several other building 
materials at the present time is price 
control, not the lack of priorities. In 
the first point it is suggested that 
modest price increases be granted and 
in the third point it is recommended 
that price controls be tightened. No 
doubt these two statements must refer 
to different phases of the industry, but 
that detail has not been explained by 
either the Reconversion Director or 
the OPA. 

OPA TO STAY ON JOB 


Following Mr. Snyder’s announce- 
ment, Price Administrator Bowles 
issued a lengthy statement outlining 
in detail some immediate steps to be 
taken by OPA in following through on 
the program. He says: 

“Because of inflationary pressures 
and the need for moderately priced 
homes, it seems essential, therefore, 
that I make abundantly clear the fact 
that OPA is going to stay on the price 
control job in this important field of 
building material pricing and rent 
control. We intend vigorously to carry 
out our program to protect home 
owners and the building industry itself 
from the inflationary boom which some 
irresponsible people seem to be spon- 
soring. 

“The OPA program is based on the 
president’s recent message to con- 
gress on the creation of a pros- 


pering peacetime economy, and yester- 
day’s announcement by Mr. Snyder on 
government policies affecting the 
construction industry.” 

After explaining that in his opinion 
rent controls will be necessary in 
most of the large and medium in- 
dustrial areas through next June, Mr. 
Bowles, in the absence of authority 
from congress to price completed 
homes, describes OPA’s present efforts 
as follows: 


TIGHTENING PRICE CONTROL 

“We are already working on a pro- 
gram sharply tightening our control 
over building material prices, most of 
the fixtures and household equipment 
which go into a new home, and con- 
struction services. Our regional and 
district offices throughout the country 
will prepare simple dollar-and-cents 
prices on as many such items as pos- 
sible. 

“These prices will vary somewhat 
from area to area, depending on local 
cost situations. But in all instances 
they will be in terms which every 
prospective home owner and every 
home owner who wishes to improve 
his property can understand. They 
will be posted in building material 
stores, lumber yards, etc., just as the 
dollar-and-cent prices of food prod- 
ucts are posted today in grocery 
stores. 

DOLLAR-AND-CENT PRICES 

“These new dollar-and-cent prices 
will cover lumber, insulation, brick. 
soil pipe, etc. They will cover mill- 
work items, such as doors, windows 
and cabinets. They will cover items 
such as bathtubs, septic tanks and 
wash basins. 

“There will also be ceilings for 
painting and papering, renewing a 
roof, for installing plumbing, digging 
cellars, ete. These prices will take 
into consideration local wage rates. 

“Our price department is now work- 
ing out these prices at the present 
time for the protection of all who 
expect to build a home or repair the 
one they live in. These ceiling prices 
will be worked out in detail by the 
regional and district offices just as 
rapidly as possible. 

“In addition to these new ceilings 
on materials and services that go into 
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home building, we are tightening con- 
trol over the margins which a con- 
tractor can add to the costs of the job. 

“We intend to administer vigorously 
all these controls which hold down the 


cost of building. However, none of 
these controls will be allowed to stand 
in the way of expanding production. 
We have, for example, granted price 
increases on brick, structural hollow 
tile, drain tile, gypsum lath and radia- 
tors. Additional members of our en- 
forcement staff will be assigned to 
this important field. With the help 
of builders, and the public, the build- 
ing industry and the people will be 
protected against dishonest chiselers 
who would wilfully wreck the building 
program for their own aelfish and 
short-sighted gains. 

“Under the Price Control Act, OPA 
has the power to control rents, the 
price of lumber and building materials 
and the amount that a contractor can 
charge for his services. We lack the 
power, however, to protect a prospec- 
tive home owner from paying an 
inflated price for an old house or for 
a new house built by some develop- 
ment firm or speculator.”’ 


STILL ASKING FOR PRICE CONTROL 
ON HOMES 

Appended to the above brief outline 
of OPA’s program following the an- 
nouncement of revocation of L-41, Mr. 
Bowles adds: “The trend of prices 
since last spring forces me, reluctant- 
ly, to the conclusion that control on 
the prices of completed homes is es- 
sential if we are to avoid a serious 
inflationary boom in this field.” This 
means that Mr. Bowles and OPA have 
not abandoned their pressure for an 
act of congress authorizing them to 
completely control all home building 
by setting prices on completed houses. 

Although OPA had an inherently 
unpopular job in controlling prices 
during the war, and there is very little 
disagreement in the industry as to the 
need for sensible controls to avoid 
runaway inflation, this latest proposal 
by OPA has almost unanimous dis- 
approval ‘from all segments of the 
home building industry. Real estate 
men, home loan institutions, lumber 
and building material manufacturers 
and distributors all agree the plan is 
but the brainchild of impractical bu- 
reaucrats and is unworkable. 


TEXAS LUMBERMEN VOICE OPINIONS 

Gene Ebersole, executive vice presi- 
dent of the Lumbermen’s Association 
of Texas, in a statement on behalf 


* of the association, has this to say, not 


only about OPA’s program, but other 
developments in Washington: 

“There is a great deal more being 
engineered at Washington in this 
OPA-NHA program than appears on 
the surface. 

“In spite of lip service repeated 
over and over—private industry in 
home building is undergoing sociali- 
zation and not being given a chance to 
solve its own problems and make jobs 
for war workers and veterans. 

“The present proposal as outlined by 
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the OPA entitled “A Major Program 
Controlling the Costs of Residential 
Construction” is fantastic and unwork- 
able and is simply a huge network of 
bureaucratic controls to surround and 
suffocate private industry. It could not 
possibly work and will neither have 
the favor nor the support of the in- 
dustry if attempted.” 

The Lumbermen’s Association of 
Texas, along with the Houston Retail 
Lumber Dealers Association and the 


Houston Chapter of NAHB, puts it this 


way: 

“We call on congress to save us 
from bureacracy. We ask that dis- 
crimination against the home building 
industry be stopped. 

“Keep reasonable price ceilings on 
building materials as they now are 
until such time as supply and demand 


equalize, then 
pletely. 

“Give private industry a chance to 
fulfill its obligations in home building 
before replacing it with NHA and its 
socialization reforms.” (This latte; 
point refers to the Wagner-Ellender 
Housing Bill. See AMERICAN LUMBER 
MAN, Sept. 15 issue.) 


LOUISIANA DEALERS OBJECT 
Ned Ball, secretary of the Louisian: 


remove them  com- 


Building Material Dealers Association. 


in a statement on the subject says: 
“The latest brainchild of this OPA 
bureau, of which the National Housing 
Agency is the mother, is a regulation 
which will set ceiling prices on all 
new home construction wherever built 
ivery dealer, whether building for re 


(Continued on Page 64) 








More Than An Industry Problem 





OPA-NHA proposed programs. 


some current comment: 


(From the Chicago Tribune, 
Sept. 24, 1945.) 

Price Administrator Bowles in a 
statement Wednesday said that he 
would ask congress to pass a law 
giving him the power to set ceiling 
prices on old houses, newly built 
homes, and vacant home sites. By 
his past performance Mr. Bowles has 
so richly earned the right to be re- 
tired that it didn’t seem possible 
that he could add anything signifi- 
cant along that line. But he has 
rung the bell, just as William H. 
Davis of the office of economic sta- 
bilization did with his moronic 
statement about wages which finally 
led President Truman to throw him 
out, disavowing his theories, and 
abolish his job. 

It’s beyond belief that any public 
official could be so witless as to ask 
for the power to fix the price at 
which every house and every vacant 
lot in this country can be sold. OPA 
made no great success of the rela- 
tively easy job of fixing the prices 
of eggs, milk, and beans—homo- 
geneous things sold every day in the 
market, with the cost of production 
determinable. With rents it did 
nothing more than to freeze rates 
already written into leases, perpetu- 
ating any inequalities that may 
have existed. 

With houses and lots there are no 
leases and no markets in which 
there are continuous transactions, 
hence no established prices. Houses 
are all different. The great major- 
ity have never been sold. Two 
houses exactly alike, built at the 
same time, may vary greatly. One 
may have been well maintained and 
the other not. One may have been 
the subject of abuse, while the other 
may be as good as when the first 
family moved in. One owner may 
have installed new plumbing and 
lighting fixtures, while the other 
didn’t. Government, on a_e seale 
which could determine how much 
might be allowed for these differ- 
ences, how much for variations in 
design, how much for wear and tear, 
would bankrupt us. 





Seldom, if ever, has any situation confronting the home building and 
retail lumber industry received as much public press attention as the 
Numerous newspaper editorials and 
articles have appeared throughout the nation, ample indication that the 
ramifications of this problem are wide and deep. 


THE PRICE OF HOUSES 


Reproduced below is 


One man bought a vacant lot in 
1926 and has paid taxes on it for 19 
years. Never until now has it been 
possible for him to sell his property 
for what he paid for it. Is Bowles 
going to have the power to say that 
it is inflationary for him to sell for 
enough to get his money back? 

3owles is a great one for scare 
talk. He tells congress there must 
be action along these lines if “we 
are to avoid a serious inflationary 
boom in this field.” He has no con- 
fidence in the automatic controls for 
checking price rises which exist in 
our economic system. There is a vast 
capacity for turning out building 
materials which has not been fully 
employed for 20 years. Desirable 
home sites are available in almost 
every community. If some _ people 
want homes so urgently that they 
will pay any amount they will live to 
regret it, for an increases in price 
will stimulate production and limit 
demand. The building industry has 
had enough experience to know that 
high prices automatically would cut 
off its market. 

Bowles either forgets or he 
never knew that the inflationary 
overbuilding he talks about was not 
the immediate sequel to the housing 
shortage after the last war. Be- 
cause of the foreign demand for 
American building materials, fi- 
nanced with American money, their 
prices went up in 1919 and 1920, but 
the American people were unwilling 
to pay the increased prices. Build- 
ing revival on a vast scale did not 
come until the foreign loans had 
been cut off and the prices had re- 
ceded. The’ residential building 
boom, with 600,000 to 900,000 homes 











a year being built, did not come un- 


CH 290m. 2.. | 
The free economy has an auto- ; 
matic check upon inflation. Govern- j 


ment can help this mechanism work 
by reducing expenditures for war 
activities promptly. Winding up of 
OWI and OES were moves in the 
right direction. Discontinuance of 
OPA with its large pay rolls would 
do even more to prevent inflation. 
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MONG the many retail lumber 
A dealers of the nation who will radi- 
cally alter the exterior and interior 
appearance of their sales premises as 
soon as conditions permit is Earl 
Anderson,’ general manager of the 
Litchfield Lumber Co., Litchfield, Il. 
Undoubtedly an up-to-date front when 
it was constructed many years ago, 
the lack of adequate maintenance, plus 
the evolution in lumber yard fronts 
and offices makes it totally inadequate 
for the present and future merchandis- 
ing methods of retail lumber dealers. 
Mr. Anderson has let the front part 
of his sales premises go without repair 
or maintenance for several years be- 
cause he has extensive plans for a 
large investment to bring it up to post- 
war standards which will put him in 
a position to offer the sales induce- 
ments and services required in a lum- 
ber yard in a town the size of Litch- 
field—6,000 population—surrounded by 
a typical midwest farming area. 

Located on a corner plot of land 
110x390 only two blocks from the main 
business street, Mr. Anderson plans 
to build up a maximum volume of over- 
the-counter sales of fast-moving small 
inerchandise in addition to promoting 
all building materials. To do this he 
started several years ago remodeling 
and rebuilding his lumber sheds and 
storage warehouses at the rear of the 
front office and present sales room. 
He is now constructing a concrete 
block structure 30x100 feet across the 
extreme rear of his plot, which, when 
finished, will house a concrete block 


plant, metal and tin shop, plus a stock 
of these materials. He will also stock 
individual farm and residential water 
pumps and systems in this structure 
with pipe and all facilities for repair- 
ing and servicing these plants. The 
roof of this building will be laminated 
wooden arches with no posts to inter- 
fere with free movement anywhere in 
the large 30x100-foot room. 
ENTIRE NEW FRONT 

As the plot plan illustrated here 
shows Mr. Anderson plans to have two 
20-foot driveways running the full 
length of his yard premises, flanked 
by three 20-fcot wide structures to 
house his offices, sales rooms, lumber 
and stocks of materials. The front of 
the long structure on the corner will 
house the main office and display 
rooms. The front of the middle build- 
ing will be occupied by a farmers’ 
hardware store and display room. 

The old front will be torn out in 
its entirety and will be replaced by a 
modern two-story store front contain- 
ing four large display windows and 
two entrances, one for the main office 
and display room and one for the hard- 
ware store. The main office and dis- 
play room will occupy space 20x60 
feet, divided into three parts. The 
section nearest the street will house 
the paint and wallpaper display, build- 
ers’ hardware cabinets and displays, 
nail and bolt bins with more hardware 
cabinets above these. Mr. Anderson 
believes that nail and bolt bins should 
be open, visible to the purchasers, 
so they can walk along the entire stock 
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ber Yard 


This Illinois dealer is re- 
building his out-dated 
sales premises into an 
up-to-date lumber, 
building material, paint 
and hardware store. 


on display and select the size and type 
of nail or bolt desired. He contends 
this type of display will sell many 
more nails and bolts in his territory 
than a display consisting of packaged 
nails or bolts without the open mass 
display of the merchandise. Wallpa- 
per will be one of the new lines to 
be offered after the new store is 
completed. 


LARGE DISPLAY SPACE 


In addition to the items already 
mentioned in the front section, the 
floor space will be judiciously utilized 
for island displays of miscellaneous 
building materials pertinent to that 
department. Mr. Anderson’s office will 
occupy a corner of the front 20x30 
section of this 60-foot display and 
office space. He plans to place his 
desk on a raised platform surrounded 
only by a railing so that he will have 
a clear view of the street, the front 
entrance and the sales room. This 
will also permit easy access by the 
customers or sales force to Mr. Ander- 
son for prompt disposition of matters 
that may be referred to him for de- 
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2. Small private offices on each side of a 8. 


3. 


4. Door and window storage. 


5 & 6. 


Store and sales room. YS 


Moulding and trim racks. 


Three-deck eight-foot lumber storage bins. 
Shingles and lath under roof, partially 
closed front. 
9. Concrete slab for storing clay tile, etc. A 
gate near this point provides easy access to 
the street. 11. 
10. Cement block building 30x100 feet to 


wide aisle. 


More display space. 


12. Storage space for fence posts. 


13. Building tile and brick storage 
area. 
14. Gravel and sand bins. 


15. Open front lumber shed all 
under roof with unloading doors 
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next to trackage. 


16. Double deck lumber storage 
shed. 


17. Opening in shed 18 feet wide 


for power saw to be accessible 
from both driveways. 


house a cement block plant, metal shop, pipe 
cutting and fitting equipment and stock for 
water pump installations. Tin work such as 
fabricating furnace ducts and such will also 


be done here. 


A partitioned building 24x50 for lime, 


cement and plaster. 
18. Yard tool storage room. 
19. Nail storage room. 


20. Metal building accessories, 
vents, etc. 


21. Paint stock room. 
22. Truck loading platform. 


23. Glass stock room. and work 
shop. 


24. Farmers’ and gardeners’ hard- 
ware store, with display windows 
fronting on the street. 
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Litchfield Lumber Company’s 
‘New Layout 
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i the balance of the area is one-story covered back 210 feet. 
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cision, either by customers or mem- 
pers of his staff. 

A wide 12-foot-long hallway, past 
two private offices or consultation 
rooms will take the customer back to 
the second half of the display facili- 
ties for this part of the new building. 
That will be room 20x30 feet housing 
more elaborate displays of wallboards, 
cabinets of all kinds, millwork sam- 
ples, flooring, roofing, insulation, and 
the many other materials that belong 
in today’s lumber yard, catering to the 
trade in a community similar to that 
of Litchfield, I11. 


SYSTEMATIC STORAGE ARRANGEMENT 

Back of this display space the stock 
of doors and windows are arranged in 
methodical order, easily accessible for 
examination by customers as well as 
the service personnel of the yard. 
This part of the new yard is already 
finished and Mr. Anderson has his 
millwork neatly arranged in bins. He 
believes that where a stock is no 
larger than he needs to carry in his 
yard the doors and windows should be 
piled flat in substantial, roomy racks. 
By carefully calculating the sizes and 
types of doors, windows, storm sash, 
and screens to be carried. along with 
provision for some expansion, an eco- 
nomical division of space requirements 
for each number can be worked out. 
The room he has now allotted to this 
department is 20x30 feet, but Mr. 
Anderson admits that he already has 
discovered that it is too small and is 
planning some expansion here. Back 
of the window and door display, a rack 
for mouldings has been constructed in 
a space 20x20 feet square. The bins, 
where the mouldings are piled flat, are 
20 feet long and 9x10 inches square. 
This system facilitates examination of 
all the types of mouldings by simply 
pulling a piece out of the rack far 
enough to see the style. Mr. Anderson 
finds that customers like to see the 
stock even though he keeps a number 
of short samples of the popular types 
in the front office. 

Back of the moulding storage racks 
in this first building, the next 80-foot 
space is devoted to 3-deck lumber stor- 
age bins eight feet wide, and to the 
rear of this the shingle and lath stock 
will be housed in a 20x30-foot room 
partially open to the weather on the 
driveway side. Both driveways are 
completely covered 200 feet back from 
the front entrances. 


FARMERS’ HARDWARE STORE 

Across the driveway from the main 
office and sales room, the farmers’ 
hardware store will occupy a space 
20x30 feet, with display windows in 
the front. All the small tools com- 
monly needed by farmers and other 
customers in this territory, including 
hand ground-working tools for garden- 
ers will be displayed here. Imme- 
diately to the rear of the hardware 
Store a room 12x20 is devoted to a 
complete window glass stock and 
workshop for cutting and glazing. Back 
of the glass shop a space 20x34 is set 
aside for a truck unloading platform, 





This shows part of the glass storage racks already completed, immediately to the rear of the 

new hardware store which the Litchfield Lumber Co. will construct. A stock adequate to serve 

a trading area the size of that catered to by the Litchfield firm is stored here in orderly, 

clean fashion. All sizes are marked clearly on each compartment, with the double-strength 

window glass sizes in red and single-strength in black. The cutter for handling ordinary sizes 

is adjacent to the rack, while a cutter for handling unusually large sizes is installed on a 
wall, eliminating the necessity of laying the large sheets of glass for cutting. 


accessible from either driveway. Back 
of this platform a number of small 
rooms have been allotted to paint 
storage, stocks of metal building ac- 
cessories such as vents, flashings, etc., 
nail storage, with a small space set 
aside exclusively for storage of the 
yard’s tools. These rooms are all 
completely enclosed. Mr. Anderson 
will not keep his entire stock of paint, 
nails and such commodities on his 
display floor. Next to the tool room a 
space 18 feet wide, open on both sides 
is to accommodate a new power saw 
for ripping, trimming and special cut- 
ting for customers. This facility is 
centrally located in the yard, easily 
accessible from both driveways and 
surrounded by ample open space for 
easily working on all types of material 
he expects to run through the saw. 
Another lumber shed, double-deck, 80 
feet long completes this part of the 
building. 

The third long 20-foot wide building 
beyond the second driveway in Mr. 
Anderson’s new yard is to be 274 feet 
long, an open front lumber and mate- 
rial shed under roof, with unloading 
doors next to the trackage. The first 
30 feet of this building, like the others, 
will be two-story and, on the second 
floor here, plans call for the storage 
of roofing, insulation and stocks of 
such materials. The second floor space 
above the main office and display room 
as well as above the hardware store 
will provide space for storage of of- 
fice supplies, samples of merchandise 
and construction not on the display 
floors, reference books, plans, etc. 

A basement under the main office 
will accommodate a furnace to provide 
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heat for the premises with additional 
space there devoted to storage of 
items or stock that can be placed 
there. 

Across the street, on the opposite 
corner from the main office the Litch- 
field Lumber Co. has a well con- 
structed tight building which is util- 
ized at the present time for storing the 
hardwood flooring, surplus millwork 
stock and items of that nature which 
must be kept as dry as possible. 

Mr. Anderson has managed the 
Litchfield Lumber Co. for nine years, 
and is assisted by Clyde Clotfelter, 
yard man, Stella Heise, bookkeeper 
and office manager, James Davis, ce- 
ment and concrete work foreman, 
Russell Bandy, assistant yard man and 
carpenter. When the new store is 
finished and the added facilities avail- 
able to his customers, more personnel 
will probably be needed to adequately 
service the trade. 

In the territory served by this yard 
about 50 percent of the volume comes 
from farm trade and the other 50 per- 
cent originates in urban areas. Several 
large industrial plants in the Litchfield 
area provide a volume which keeps 
the balance at 50-50 between farm and 
urban trade. 

Mr. Anderson will add several new 
lines to his stock when the new store 
is completed including the wallpaper 
already mentioned, fencing, water 
pumps and accessories, plus the new 
services which will include fabricating 
light metal for such uses as furnace 
ducts. He also plans to supply his 
trade with the types and sizes of pre- 
fabricated farm buildings such’ as 
brooder houses, hog houses, feeders, 
etc., required in that territory. 
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What Every Salesman Should Know 


About Income Tax Returns 








NLESS salesmen use extreme 
care in reconstructing the es- 
sential facts incorporating all of their 
sales expenses and fully reflect them 
in their income tax returns they will 
find that they are penalizing them- 
selves heavily for such negligence. 
Just as the government vigilantly 
guards against fraudulent returns, so 
too is it the taxpayer’s duty to exer- 
cise vigilance in not over-paying. 

Nowhere does the salesman err so 
frequently as in the tabulating of his 
recognized deductible sales expenses. 
Even in the lowest net surtax bracket 
of $2,000 or less, a taxpayer is now 
penalized at the rate of $23 normal 
and surtax on each $100 of deductible 
expenses that he overlooks in prepar- 
ing his tax return. It jumps to $25, 
$29, $33, $37 and on up with each suc- 
cessive higher bracket that any of his 
taxable income is in, because such 
additional sales expenses come off the 
top layer of that taxable income. 

Salesmen are especially lax in prop- 
erly deducting in full such sales ex- 
penses as gifts to customers, business 
entertainment and all proper costs of 
maintaining privately owned sales 
cars. 

In the case of an automobile used 
in sales work, the salesman generally 
receives a flat per diem or monthly al- 
lowance for his car—sometimes a mile- 
age rate. Frequently, however, such 
an allowance arrived at arbitrarily 
does not fully compensate for the busi- 
ness use that the automobile receives. 
To this extent, the taxpayer who mere- 
ly reports such allowance and then 
cancels it off by showing a like ex- 
penditure for automobile maintenance 
is understating one of his principal 
sales expenses. 

The true cost of maintaining an 
automobile not only includes the cost 
of oil, gasoline, and lubrication, but 
all other expenses necessary to keep- 
ing the car operating, including tire 
repairs and changes, car washing and 
polishing, general repairs, insurance 
and garage rent, as well as parking 
fees while on business, and a fair 
rate of depreciation of the value of 
the car at time of acquisition. Where 
the car is used partly for pleasure, 
even though little during 1945 because 
of gasoline rationing, a division of 
such general automobile expenses 
must be made reflecting the usage be- 
tween personal and business. That 
part chargeable to personal use, of 
course, is neither deductible as a 
business expense nor as a personal 
deduction. Exception would be any 
loss sustained by accident (not due to 
driver’s negligence) or other casualty 


Helpful aids to simplify this 
If applied, 
the techniques here explained 
will mean sizable savings. 


complex subject. 


not covered by insurance. Deduction 
for accident loss when car is in use on 
business may include pay for dam- 
ages to another person’s property in 
addition to the individual’s loss when 
not covered by insurance. When car 
is in use for personal pleasure, only 
the uninsured loss sustained by owner 
is deductible. Cost of car license and 
interest charges on car loan are fully 
deductible and need not be divided 
between personal and business. 

Also deductible is cost of travel by 
train, plane, bus or boat, showing the 
amount allowed by the employer as 
part of gross income and the amount 
expended to determine adjusted gross 
income. 

Entertainment expenses of a _ busi- 
ness nature may include dinners, 
theater tickets, admissions to sport- 
ing or other events, drinks and, broad- 
ly, anything of a similar nature de- 
signed to gain good will and promote 
sales. Here, too, the taxpayer must re- 
port any amount received from his em- 
ployer for such purposes in deduct- 
ing such expenses. The same holds 
true of gifts to customers or any other 
expenses partially, but not entirely, 
reimbursed by employer and which, 
therefore, constitute additional sales 
expenses to the salesman. 

Other business deductions may be 
made for subscriptions to business 
magazines and books necessary to the 
taxpayer’s profession; membership in 
salesmen’s unions or associations; 
business letterheads and cards, where 
not furnished by employer, as well as 
advertising; employment agency fee; 
cost of indemnity bond; theft of sam- 
ples paid for by taxpayer and not in- 
sured. 

Let’s take the case of a salesman 
and see how this works out. Let us 
assume that he has a salary and com- 
mission that amounts to $6,000 in 1945. 
He is married and has three dependent 
children. Now this salesman—and his 
name is legion—has been selling for 
20 years and he knows quite well from 
long experience that his $6,000 is a 
long way from being his net income. 
But over the years—and long before 
an income tax worried him—he got 
in the habit of assuming certain busi- 
ness expenses and forgetting about 
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them. Until recently he never had any 
particular incentive to jot down every 
nuisance expenditure he made. In fact, 
he probably has “guesstimated” from 
long experience that his $6,000 salary 
is really a $4,500 salary in fact, and 
that the additional $1,500 is an arbi- 
trary expense allowance in lieu of an 
exact amount which, in fact, it is. 

Now, however, the Treasury De- 
partment comes along and upsets such 
a casual attitude. The Treasury says 
in effect that the entire $6,000, less per- 
sonal deductions and exemptions, is 
fully taxable unless the taxpayer can 
demonstrably show that some of that 
amount is sales expense. 

So, our salesman, blithely ignoring 
these taxwise considerations, figures 
that the $300 car allowance just about 
takes care of that expense, forgets 
other expenses and reports a $6,000 
income. He figures he has about $500 
personal deductions for medical ex- 
penses, taxes, interest, etc., leaving 
a net income of $5,500. From this he 
has a $500 normal tax exemption, 
leaving a normal tax income of $5,000. 
He has five $500 surtax exemptions, 
leaving him with a surtax income of 
$3,000. His normal and surtax on such 
an incomplete return totals $770.00. 

Now let’s see what would happen if 
he really digs down and recapitulates 
his sales expenses for the year. He 
might attach a statement to his re- 
turn that would look something like 
this: 

SALES EXPENSES 


Gifts to Customers.......... $200.00 . 


Business Entertainment..... 300.00 
Salesmen’s Association Dues. 12.00 
Subscription to AMERICAN 


RSUMEMMEMEAT,. io cee cn e'scew es 3.00 
Salesmen’s Magazines, Books _ 3.00 
Po a a ee 5.00 
PV OTGBIRGS 5a i: 0 00itia, sawn Haine 15.09 
Employment Agency Fee.... 50.00 
Theft of Brief Case (Not in- 

ee pee a ee 12.00 
Theft of Samples (Not in- 

NG 5.5.83 pw tellbiewts odes 30.00 
Indemnity Bond Premium... 2.00 
Parking PGS. .cindecddcces 150.00 
Total sales expenses......... $782.00 


DIVISIBLE EXPENSES 
(Automobile 80 percent business; 20 
percent personal). ; 
Gas, oil, lubrication......... $150.00 
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20 percent car depreciation... 180.00 


Automobile repairs......... 125.00 
CRP “is oy Oe 0 Sede. s ch a ae 6.00 
GUPAEG MONE. 6 Screg ok sae os 60.00 
Tire repairs, changes....... 9.00 
Automobile Insurance....... 35.00 
Total divisible expenses..... $565.00 


80 percent business expense. 452.00 
Total deductible business ex- 
OE <. sob naiaieetean winced 1,234.00 

Now, to recapitulate, this taxpayer 
would report, in addition to his $6,000 
salary, the $300 allowed him for car 
operation and from this deduct $1,234, 
leaving him with $5,066 income, in- 
stead of $6,000. His normal tax in- 
come is now $4,066 and his surtax in- 
come is $2,066. On this total normal 
and surtax would be $536.50 or a sav- 
ing of $233.50. 

Certain warnings must be sounded, 
however. Figures in the above list of 
additional sales expenses are cited 
only for explanatory purposes and it 











must not be inferred that these, in 
any respect, represent an “average” 
or “tolerated” amount for a $6,000 
income or any other amount. Deduct- 
ible sales expenses, so far as possible 
must be exact and represent totals 
actually expended. Particularly in re- 
gard to entertainment expenses, bu- 
reau auditors are inclined to be 
“tough” because this allowable ex- 
pense has been mis-used as a loophole 
by the unscrupulous. So far as hu- 
manly possible, the salesman should 
make an effort either to pay by check 
or get receipts or both for all sales 
expenditures. Only in this way may 
he be sure he has protected himself 
against an item being disallowed. 

It should be noted that failure to 
take any of these items in past income 
tax returns does not make it permis- 
sible to include such oversights of 
previous years in a current return, 
that is 1944 car depreciation may not 
be taken in a 1945 return and would 
be disallowed. 

Depreciation rate on salesmen’s car's 
may be as high as 33% percent a 
year. Disadvantage of three year rate 
is that salesmen may actually use his 
car four or five years, thus using up 
all of the depreciation in three years 
time; A car bought in January, 1943, 
and depreciated in three years would 


have its last depreciation written off 
in 1945. In a situation involving such 
a car purchase where the taxpayer 
had previously not taken depreciation 
it would be disadvantageous to set up 
a three year depreciation table, as 
two-thirds of such depreciation has 
passed, even though not taken in pre- 
vious tax returns. If expected life will 
extend through 1946 and 1947 such a 
taxpayer should establish a five year 
depreciation schedule, thus recovering 
60 percent of depreciation in 1945, 
1946, 1947 tax returns. 

Certain personal deduction to which 
the taxpayer is entitled should be 
carefully reviewed for possible over- 
sights. These include: 

Loss from theft, either cash or prop- 
erty, either business or personal, but 
only to extent not covered by insur- 
ance; - 
Loss from accident, storm, hurri- 
cane, fire, flood, etc., either business 
or personal, to extent not covered by 
insurance. 

Few taxpayers living in community 
property states yet appreciate the ad- 
vantages to them by such residence 
taxwise. In these states, even though 
one spouse earns all of the income, 
half of such community income is the 
other spouse’s by right, and such in- 
come may be divided equally and each 
spouse may make a separate return. 

A taxpayer may have say $4,000 
subject to surtax of $840 on a joint 
return. Divided into two separate re- 
turns of $2,000 each, the total surtax 
on each would be $400 or a surtax sav- 
ing of $40. 

Community property states are Ari- 
zona, California, Idaho, Louisiana, Ne- 
vada, New Mexico, Oklahoma, Oregon, 
Texas and Washington. Most of these 
states are of Spanish origin and the 
law is well established and is recog: 
nized by the Treasury Department in 
respect to separate filings. However, 
the Oklahoma law is a recent statute 
which has been challenged by the 
Treasury and on appeal to the United 
States Supreme Court, an Oklahoma 
taxpayer’s plea was denied. At this 
writing, then, it is doubtful whether 
Oklahoma taxpayers may avail them- 
selves of their community property 
statute. 

Taxpayers should note that surtax 
exemptions for dependents have been 
liberalized. Each exemption permits 
a $500 deduction. Nor is it necessary 
to pro rate. For instance a child born 
any time during the year would en- 
title a taxpayer to a full $500 exemp- 
tion. Likewise, death of a dependent 
during the year would not need to be 
pro rated. Determination is that de- 
pendent must have been furnished 
more than half of his support by the 
taxpayer. Also, age now has no bear- 
ing on dependent’s status, the fact of 
dependency, itself, being all important. 
Thus, children over 18, if actually de- 
pendent, may be so shown. However, 
one who has $500 or more income may 
not be considered a dependent for 
tax purposes, and such person, him- 
self, must make a tax return. 
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Officials Clarify 
Job Rights of 
Returning Vets 


OME of the phases of war veter- 

ans’ right to reemployment have 
been clarified by Selective Service 
officials. According to a _ statement 
made this week veterans with re- 
employment rights cannot be required 
to join a union to get their jobs back, 
and during the year in which a vet- 
eran is guaranteed his old job, his 
rights take precedence over any sys- 
tem of seniority. 

In a policy statement for the guid- 
ance of local boards, officials say that 
union membership or other conditions 
not enumerated in the law, may not 
be required of a veteran as a pre- 
requisite to his reinstatement. This 
is a reiteration of the generally under- 
stood assertion of Major General Lew- 
is B. Hershey that the veteran gets 
his old job back regardless of senior- 
ity and adds two new concepts: 


In borderline cases, the question 
whether a former job was permanent 
should be resolved in favor of the 
veteran, and in determining whether 
it is impossible or unreasonable for 
an employer to take back a veteran, 
the effect on third parties cannot be 
considered. 


The last statement was aimed at 
contentions of some employers that 
seniority contracts make it impossible 
to rehire veterans whose seniority, 
including the time they spent in servy- 
ice, is not sufficient to win them jobs 
in the usual way. 


General Hershey’s ruling on super- 
seniority issued last year, has been 
upheld by a Brooklyn federal district 
court, but has been challenged by la- 
bor unions and some veterans organi- 
zations. The ruling is being appealed. 


Section eight of the draft act says 
that an honorably. discharged veteran, 
able to perform the duties of his old 
job, must be reinstated for at least 
one year, either to his old position or 
to one of like seniority status and pay. 

Labor leaders contend this puts the 
veteran in the same relative position 
as if he had never left his employ- 
ment. Thus men who once outranked 
him on a seniority scale will still out- 
rank him, and if cutbacks reach to his 
level he loses his job. 

Although veterans are returning 
daily to positions in retail lumber 
yards and woodworking plants oper- 
ated by the trade, to date this industry 
has avoided any serious controversies 
over reinstatement of veterans to pre- 
viously held jobs. 


‘ 
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Deaver ‘Firm Plans for Big Future 


Seeing business opportunities clearly was only the 
first step in a well conceived plan of this company 
to improve its facilities for giving one-stop service. 


ARLY THIS YEAR W. A. Hatcher 

and Hugh E. Graham incorporated 
the long established South Broadway 
Lumber Yard, Denver, and the official 
name of the business is now South 
Broadway Lumber Yard, Inc. The 
future plans of these two men en- 
vision a building materials institution 
which puts emphasis on both compre- 
hensive lines and planning service. 
The yard has been stocked with all 
available lumber, paints, roofing, build- 
ers’ hardware, masonry supplies, glass, 
insulation, fertilizer for lawns, gar- 
dens and plants and everything in the 
way of home supplies for repairs and 
maintenance. 

Mr. Hatcher is president of the firm 
and was with the business five years 
before he and Mr. Graham purchased 
the yard. His father and uncles were 
in the business in Kansas and Ne- 
braska, and so he grew up in the build- 
ing materials business and has never 
been in any other industry. Mr. 
Graham has had wide experience in 
merchandising and real property man- 
agement and sales. He was for two 
years in the U. S. Marine Corps, and 
was honorably discharged only re- 
cently. 

These two men established their 





W. A. Hatcher and Hugh E. Graham 


business with a well defined policy. 
Already the policy has been put into 
effect to a considerable extent, al- 
though a part of it will have to wait 
until conditions return to normal. 
There have been many changes made. 
The front room of the building, around 
50 feet square, has the general office 
space on one side of the entrance, 
while the other is used for display. 
A number of tables in the center of 
this section are used to display small 
items. Shelves along one wall are 
used for paint and builders’ hardware. 
Back of this first room is another 
display room where roofing, glass and 
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hardware are on display. The private 
office is situated between these two 
rooms and it in itself is a display 
room, being finished in stained knotty 
pine with hardwood. block flooring. 

“Anyone that visited this yard be- 
fore we took over can see that we 
have made a lot of changes,” said 
Mr. Hatcher, “but we have only begun. 
Now that the war is over, we intend to 
move the private office to the back and 
take out the partition and make our 
two display rooms into one large room. 
This will give us more display space, 
with room to arrange a display more 
on the order of what we have in 
mind.” 

This office building runs from the 
street to the alley and the back part 


General view of South Broadway 
Lumber Yard, Inc. 


contains a large room used for storage 
purposes. 

Changes are also planned for the 
yard itself. The sheds are to be 
moved and enlarged giving more space 
for lumber storage. <A one-stop build- 
ing materials business is to be estab- 
lished and space for the parking of 
customers’ automobiles is to be pro- 
vided. The new owners are also con- 
sidering establishment of a plumbing 
fixture department in the not too 
distant future. The South Broadway 
Lumber Yard is in a good location. It 
is on a main highway over which 
thousands of people pass daily from 





Business Getting Ads Used By This Firm 
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South Denver to the main business 
section of the city. Thus, an attrac- 
tive yard will focus attention of the 
many people passing and business can- 
not help but grow as a result. 

Hatcher and Graham are making 
it a point to get acquainted with the 
people visiting their place of business. 
They are finding out all they can 
about these people and their future 
plans. In this way a good prospect 
list for future business is being se- 
cured. 

“At the present time,” said Mr. 
Graham, “our top two lines of mer- 
chandise so far as volume of sales is 
concerned are lumber and paint, with 
builders’ hardware also selling very 
well.” 

The new owners of the South Broad- 
way Lumber Yard are firm believers 
in advertising. The firm has been 
making use of newspaper space and 
some examples of their ads are shown 
on these pages. 

These merchants believe a lumber 
dealer should map an advertising pol- 
icy in advance. Their policy, boiled 
down, reads something like this: 


1. Make your copy cheerful, bright, 
newsy. 

2. It is a good plan to use fhe same 
amount of space each time, in the 
same position of the paper if possible. 

3. Be brief—deal in facts. 

4, Stick to your style and adopt one 
that stands out. 

5. Don’t overstate values. 

The selection of the advertising me- 
dium involves: 

1. Amount of circulation overall. 

2. Percentage within the lumber 
yard’s natural sales radius. 


3. Advertising rates. 


Good advertising must be backed by 
the right products and courteous sales- 
men. For, if either of these is below 
par, they can do much toward tearing 
down business built by good adver- 
tising. 

The yard has a mill and woodwork- 
ing shop, but at present it is not in 
use. As to its home building jobs, 
the yard works with building contrac- 
tors, who draw the plans for new 
homes to fit the customer’s individual 
needs. 

“Our policy calls for an enargement 
in the vision and scope of the busi- 
ness,” said Mr. Hatcher. “As we go 
along we will add to our stocks of 


household needs, builders’ hardware. 


and the like. The policy further calls 
for aid in advising folks on their home 
of the future. We look for a big future 
business and we are making our plans 
accordingly. In the old days one did 
not expect a lumber yard fo be any- 
thing more than just that—with 
boards in the yard and under sheds, 
and With a crude room where building 
and repair accessories were stored. 
Modern trends have been changing 
this, and we intend to keep abreast of 
the modern trend.” 








Insulation Makes Money On 
This Indiana Farm 


The plan which this farmer used to adapt 
a room under the hay mow for storage 
purposes is one lumber dealers can sell. 


A. BAKER, a prosperous farmer 

e near Fremont, Ind., had around 
1,400 bushels of potatoes which he 
wanted to carry over for the spring 
market, due to the fact that only two 
dollars per hundred pounds was of- 
fered him last fall, 1944. He believed 
that he could sell his crop for more 
money if he could hold them over, 
but he had no storage space where 





Here is one of the 150-watt lamps set up in 

a series of 12 around the room which kept 

temperature between 40 and 42 degrees Fahr. 
through the winter. 


the potatoes would not freeze. True, 
he had lots of space in the barn base- 
ment, but how to protect his spuds— 
that was the $64 question. 

With competent advice and help he 
devised a plan to set aside space for 
a room directly under the hay mow. 
Old boards were used to construct the 
room, which was then insulated with 
batts on the inside. The batts were 
then covered with one-half inch insu- 
lating board. The room was about 
15x20 feet with a 10 foot ceiling. Cen- 
ter of ceiling was not covered, or 
insulated, as the hay mow above 
afforded protection from that point. 
However, the space around the four 
sides of ceiling where crates were 
stored also was insulated. 

The heating element installed was 
designed from the common electric 
chick brooder idea. The farmer used 
twelve 150-watt lamps in the brooder 
type unit, spaced them around the 
side walls about 18 inches above the 
ground. This was controlled by a 


thermostat through a relay which kept 
the temperature constantly between 
40 and 42 degrees Fahrenheit. 

The electrical installation was made 
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under approved methods to eliminate 
fire hazards. 

Frame of door was made of rough 
lumber, then insulated on both sides 
with the same type of one-half inch in- 
sulating board, leaving about three 
inches of air space between. 
Electrical installation cost.....$ 30.00 
Total cost of insulating mate- 

rials, including carpenter’s 

labor, for room to store 1,400 

bushels of potatoes 





ies week ee es $130.00 


Mr. Baker sold his potatoes in 
March for $2.85 per hundred or 85 
cents extra per hundred. Extra cost 
of electricity to operate the heating 
unit was $35 for power consumed dur- 
ing November, December, January; 
February and part of March. His net 
extra income was $600 for his 1944 
potato crop. Now he can use the 


space over and over again for pota- 
toes or any other kind of farm prod- 
ucis—turnips, carrots, apples, pears 
or even canned fruits because the 
unit proved to be effective in holding 
temperature at 40 degrees, which is 





Electrician installs relay and thermostat in 

barn to store vegetables for higher spring 

market prices. Unit paid for itself in first 
year, plus a $600 extra profit. 


recognized as the best - temperature 
to prevent freezing, and keep products 
fresh. Any lumber dealer might sell 
this idea to local farmers having large 
vegetable crops. 









HE end of the war plus removal 

of restrictions on many phases of 
new home construction has stimulated 
interest in the Home Planning Insti- 
tute Program of the National Retail 
Lumber Dealers Association. Officials 
indicate that the upsurge in interest 
will result in operation of about 350 
of these local home building clinics 
compared with 138 which were under 
way at the end of the war. 

Much data of interest to the indus- 
try is emanating from the Institutes 
which have been in operation across 
the nation in larger urban areas. The 
first comprehensive survey made of the 
home building prospects participating 
in the program has been completed 
and indicates some definite trends in 
home building prospects’ minds. 

It is indicated that approximately 
70 percent of those wishing to own a 
home want to build one, not buy a 
ready-made or existing structure. Al- 
though only two bedrooms may be 
needed in a home, nearly all prospects 
indicate a desire for the equivalent 
of at least two bathrooms. In the 
South and west, outdoor living space 
ranks with air conditioning as far as 
preference is concerned. 


AVERAGE COST TO BE $7,200 
The average house cost in the minds 
of participants in Home Planning In- 


Survey of participants in 138 Home 
Planners’ Institutes show average 
expenditure contemplated by mem- 
bers for new house will be $7,200. 


stitute audience members on a _ na- 
tional scale is about $7,200, including 
the land.’ This figure prevails gener- 
ally as to regions, with only three 
major exceptions—a small town in 
northern Michigan will have an aver- 
age cost on the new home built of 
$4,000; a small town in California 
came up with a figure of $3,000 and 
the Washington, D. C., audience. indi- 
cates builders will average an expendi- 
ture of $10,500. The most popular 
price range is from $6,000 to $10,000. 

Without exception, regionally or 
otherwise, the room of major interest 
to those who have systematically un- 
dertaken the planning of their future 
homes in this program is the kitchen, 
with the bathroom following as a ‘close 
second. Living rooms and recreation 
rooms tied for third place in interest, 
but considerable desire for dual pur- 
pose rooms was expressed in the an- 
swers on many questionnaires. 


BUILT-IN FEATURES, CABINETS 


When it comes to specific features 
within the home, the-range of interest 
widens. On a national scale the most 





350 Home Planning 


Institutes This Fall 





Slightly less than two years ago 
there was only one Home Planners’ 
Institute in the United States. This 
was originated by the Western Re- 
tail Lumbermens Association, the 
West Coast Lumbermens Associa- 
tion and the Portland, Ore. branch 
of the U. S. Savings & Loan League. 
Without any effort on the part of 
the regional sponsors the movement 
took root in 25 towns, scattered in 
nearly all regions of the United 
States. 

Eleven months ago the National 
Retail Lumber Dealers Association 
took over the promotion of Home 
Planners’ Institutes on a _ nation- 
wide basis. Officials of NRLDA 
indicate that by the end of October 
approximately 350 will be in opera- 
tion throughout the United States. 

The extent to which private in- 
dustry can handle the huge pentup 
demand for new homes depends on 
orderly, level-headed handling of 
prospects in the manner now pre- 
vailing in the successful Home 
Planners’ Institutes. The main need 
in the home building field has 
always been for prospects to save 
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for the down payment. In ordinary 
times, lack of a down payment has 
prevented more people from owning 
a home than any other factor. 

Under the present proposed pro- 
gram of OPA people who have par- 
ticipated in Home Planners’ Insti- 
tutes and have the money for down 
payments would be prevented from 
building until OPA has determined 
that the prices for land, building 
materials, labor and financing are 
not inflationary. 

Home Planners’ Institutes can be 
one of the private industry’s an- 
swers to OPA and public housers 
who are furiously fanning around 
in an attempt to hamstring the in- 
dustry with regulations predicated 
on the assumption that lumber deal- 
ers, bankers, building and loan 
groups and real estate men are all 
set to commit suicide by boosting 
prices beyond reason in addition to 
putting themselves in federal peni- 
tentiaries by violating all the con- 
trols now existing on the component 
materials and services that go into 
home building. 


important room features as indicate: 
by home planners are, first, picture 
windows; second, outdoor living 
rooms; and third, kitchen nooks. Pret- 
erence for outdoor living rooms came 
entirely from the south and west. 
Under the heading of “Home Features” 
desired, prospects participating in HP{ 
are interested first in built-in features; 
second, in picture windows; third, in 
kitchen cabinet space; fourth, outdoor 
living rooms; fifth, in general closet 
and storage space. Fireplaces, good 
lighting and adequate wiring also 
ranked high under the general home 
features desired. 

Home Planning Institute lectures 
which drew the greatest audience par- 
ticipation were ‘‘Designing the Home,” 
“Selecting the Home Site” and “Kitch- 
en Planning,” in that order. In the 
Pacific area only, “Lighting the Home,” 
“Decoration,” and a discussion of plas- 
tic materials for the home, tied for 
fourth place. In other areas, lectures 
on “Architecture” and “Financing the 
Home” tied for fourth place. 


CONVENTIONAL EQUIPMENT DESIRED 


In spite of the much-publicized 
dream homes and magic gadgets, Home 
Planners’ Institute audience yearnings 
for home equipment remain on a 
prosaic level. They want refrigerators, 
first; washing machines, second; cook- 
ing ranges, third; with lamps, water 
heaters and air conditioning following 
in that order. After listing these six 
preferences for home equipment, audi- 
ence preferences vary widely mention- 
ing mainly the following: deep freez- 
ers, radios, vacuum cleaners, electri¢ 
irons, ironing machines, garbage dis- 


posal units and mechanical dish-- 


washers. 

Home Planners’ Institute audiences 
in the 138 cities surveyed range from 
50 to 1,400 and average 325 members 
at each lecture. In almost every in- 
stance where a Home Planners’ Insti- 
tute has been conducted during the 
spring months, another Institute has 
been planned for the fall months, indi- 
cating beyond doubt that the sponsor's, 
including a host of the nation’s lumber 
dealers, consider these initial enter- 
prises successful. In practically every 
community, public utilities, banks, 
savings and loan associations, cha!- 
bers of commerce, departments of edtl- 
cation and similar groups are willis 
to help the lumber dealers establish 
and operate local Home Planners’ 
Institutes. 
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BOOM in home construction is 

indicated in a recent survey in 
Iowa, which shows that Iowans plan 
to spend more than 600 million dollars 
for about 140,000 new homes. 

Though this poll, conducted by the 
bes Moines Sunday Register, covers 
only one state, it is undoubtedly in- 
dicative of the trend the whole coun- 
try is taking. 

The market includes both those peo- 
ple who intend building and those who 
plan to buy an already built but un- 
lived-in house and another group not 
sure which plan they will follow. No 
attempt has been made to set a time 
limit for building so these intentions 
cover a period of years. 

The first question asked, “Are you 
planning to buy or build a new house 
after the war when labor and materials 
will be plentiful again?” 


City Town Farm 
ee 4% 6% 3% 
Yes, build ....14 16 9 
Yes, but not 

sure which.. 5 2 2 
Oe ac ayine wok 72 72 77 
Don’t know... 5 4 9 


When these percentages are pro- 
jected on the family population of 
Iowa, the results are: 





Not sure 
Buy Build which 
City resi- 
Gents ..... 13,804 44,627 14,769 
Town resi- 
dents ..... 7,952 21,762 3,487 
Farm resi- 
Cn 7,935 20,677 4,568 
Total .....29,691 87,066 22,824 


Thus 139,581 city, town and farm 
residents of Iowa plan to either buy 
or build, although 22,824 are not sure 
which course they will follow. 

Those people who plan to buy or 
build new homes were then asked how 
much they intend to invest in the 
house and lot, with these results: 


City Town Farm 
Under $2,000.... 5% 14% 14% 
$2,000 to $4,000. 19 21 43 
$4,000 to $6,000. 38 35 39 


$6,000 to $8,000. 18 17 4 
$8,000 to $10,000 6 3 0 
Over $10,000 ... 6 3 0 
Don’t know ..... 8 7 0 


Projected onto the family population 
of Iowa, these percentages reveal a po- 
tential market of well over 600 million 
dollars, For the purposes of projection 
the middle figure of the above table 
was used to calculate the dollars and 
cents value of the home building in- 
tentions. 


One story, semi-modern 
house with up-to-date 
equipment is preferred 
by majority of builders. 
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Illustrated here are the examples of the nine different basic types of homes shown fo those 
polled. These range from the ultra-modern (1) to the low, rambling ranch type (4). The 
other numbers indicate the percent of the prospective home-builders favoring each style. 


Percent Units Dollars 
$2,000 9%, 12,842 $ 25,684,000 
$3,000 25 35,014 105,042,000 
$5,000 38 52,457 262,285,000 
$7,000 14 19,715 138,005,000 
$9,000 4 5,741 51,669,000 
$10,000 A 5,741 57,410,000 
Don’t know 6 sin ees 


Total 100 139,581 $640,095,000 


FARMER MARKET 

Among farmers 37 percent, people all 
over 40 years of age, plan to move to 
town to build their new homes, creat- 
ing an additional market of about 12,- 
000 homes in the cities and towns. 

This planned home building is more 
than an idle dream on the part. of 
many since 41 percent say they have 
saved as much as 10 percent of the 
cost of the new home, 34 percent have 
the general plan drawn up, and 47 
percent have some ideas which they 
want to incorporate into their homes. 
Eighteen percent interviewed have al- 
ready purchased a lot, while 16 per- 
cent have begun to look for the lot. 

The Iowans who hope to build were 
shown the pictures of the nine typical 
houses appearing on this page and 
asked to designate which was closest 
to what they had in mind as the type 
of house they wanted. 

The largest number favored a ranch- 
type bungalow, while others liked 
small, semi-modern homes. The old- 
type large home received few votes, 
and the ultra-modern was well liked 
by women, and farmers. Most Iowans 
with building intentions seem to have 
given some thought to what type 
houses they like, since ony 8 percent 
were unable to name a preference. The 
figures for each house are lettered in 
with the pictures. 
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City Town Farm 


Dra Ae 5 Le 10% 10% 11% 
WG? Bes bcs Suet 9 17 0 
i, ee eee es 7 4 15 
a ee mane 16 24 19 
WE os ce retcn 19 14 7 
SS ere. 12 14 22 
DOI, sieis Gs 635% 4 7 15 
PUB Op hccrecciecne 9 7 4 
(RE ae rer 2 3 0 
Don’t know ...12 0 7 


The average house planned by those 
questioned will have either two or 
three bedrooms, one bathroom, will 
be heated by coal and an air-condition- 
ing unit is desired. Forty percent 
want the three bedrooms and 39 per- 
cent want only two. One bathroom 
is considered sufficient by 65 percent. 

The prospective home owners in 
Iowa, however, will be conservative in 
proceeding with their building, if the 
future cost of materials and labor 
should prove to be high. 

“When the time comes to build or 
buy, suppose you find that it will cost 
you 20 or 30 percent more than you 
plan to invest. Do you think you will 
go right ahead, or wait for building 
costs to go down?” 


Total City Town Farm 

Go ahead. .32% 27% 34% 39% 
Wait... 366 62 52 47 
Don’t 

know ..12 11 14 14 

Assuming that this poll echos the 
feelings of the majority of Americans 
hoping to build within the next few 
years, it shows that there is a tremen- 
dous market in well-built, well-designed 
homes, in both rural and urban com- 
munities. 
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Dealer Platform 


Gains Momentum 


Already ratified by five regional associations, 
this definition of a modern lumber yard is headed 


HAT IS A modern retail lumber 

yard? What does it sell? To 
whom does it sell? What services does 
it render? How does it. function in 
relation to the rest of the building 
industry? What place does it fill in 
the national economy? 

Those are tough questions all. There 
is no standard pattern of operation 
that is perfect for all dealers. A few 
dealers sell nothing but lumber; their 
most important customers are con- 


towards national adoption. 


First offered to the 


industry by American Lumberman. 


tractors and industrial firms. At the 
other extreme is a growing number of 
dealers who sell primarily to con- 
sumers; for the most part this group 


Platform as Proposed by American Lumberman 





* * ¥ PLEDGE OF SERVICE * * * 





resources, | pledge— 


2. TO PROSPECTIVE HOME OWNERS: 


1. TO THE PUBLIC IN MY RETAILING AREA: 

A better special construction service center with adequate inventories and 
displays of counter and warehouse merchandise concerned with construction; the 
latest authentic information and competent guidance from trained associates 
concerning building and material problems; and the names of architects, con- 
tractors and mechanics who will provide the expert skill to design, assemble, 
install, fabricate and deliver packages of building service. 


3. TO ALL STRUCTURAL PROPERTY OWNERS: 


A complete service on repair, maintenance, remodeling, improvements and 
additions, including the workmanship of professionally trained application crews. 


4. TO THE FARMERS IN MY TRADING AREA: 


A complete farm construction service which will offer both care and increased 
productivity of livestock; will conserve produce through improved crop storage; 
bring modern comforts and conveniences to the farm homes. 


As a retail lumber and building materials dealer, within the scope of my ability and 


A complete home service with that quality in design, materials, construction 
and financing which will assure the maximum in health, comfort, convenience, 
beauty and economy in the new home. 


5. TO BUILDING INDUSTRY AND COMMERCIAL BUYERS: 
A complete line of materials for both construction and industrial uses, with 
values proportionate to the quantitative and qualitative requirements. 
6. TO MANUFACTURING AND WHOLESALE SUPPLIERS: 


The maintenance of adequate inventories, suitable displays and effective mer- 
chandising, together with full cooperation to the end that my trading area shall 





8. TO MY EMPLOYEES: 


ment and increased income. 


selling headquarters. 





afford them an optimum v of 


consumption of their products. 


7. TO ARCHITECTS, CONTRACTORS, REALTORS AND FINANCE AGENCIES: 


A central sales headquarters, sales leadership, adequate sales promotion, and 
year-round creative selling to the end that a volume of construction will be 
attained and maintained which will provide optimum employment of their services. 


Thorough training, other incentives, above average working conditions and 
improved leadership so that they will have ample opportunity to gain advance- 


9. TO THE FURTHERANCE OF THESE OBJECTIVES: 
a—To integrate the elements which make up construction service packages 
such as land, materials, equipment, design, fabrication, finance and utilities, so 
that my customers will be afforded the opportunity to buy the complete service 
package installed or erected, ready to use at a predetermined price from one 


b—To coordinate the services of architects, builders, subcontractors, mechanics, 
building finance agencies, producers and realtors so that my customers will 
receive a centralized responsibility and quality service both before and after the 











sells a complete selection of building 
materials, allied lines and construc- 
tion services. In between these groups 
is a large number of dealers who ¢com- 
bine the operational methods of both 
in varying degrees. In view of these 
complexities, it is obvious that no 
rigid definition will describe ade- 
quately the business operations of 
all lumber dealers. 

There is, however, a strong trend 
towards broadening the scope of the 
retail lumber yard, both in terms of 
products sold and services rendered. 
Many dealers have actually become 
contractors. Others control the sale. 
Many dealers sell complete “construc- 
tion packages” direct to consumers 
and have found that it is possible to 
do. this successfully regardless of 
whether they use their own labor or 
sub-contract for the actual construc- 
tion. 

This trend is, by and large, chang- 
ing the face of the Nation’s lumber 
yards. In a physical sense they are 
becoming more modern and more at- 
tractive. They are stocked with a 
greater variety of commodities and 
materials. (Or they were before the 
war and will be again as shortages 
are alleviated.) Those commodities 
and materials are more attractively 
displayed than ever before. These 
changes have added to the average 
lumber yard, have not detracted. The 
lumber dealer still retains his prestige, 
his reputation as a reliable merchant. 
Even more than before, he is regarded. 
as an authority on design, materials 
and construction methods. 

Generally speaking, however, the 
consuming public is not aware of the 
significant changes that have been 
taking place in lumber yard opera- 
tions. There are exceptions, but in 
a broad sense the public relations ef 
forts of the industry have not been 
adequate. Leading dealers have felt 
that there should be some way to de- 
fine a modern lumber dealer—some 
way to build him up in the estimation 
of the public. 

Until recently, such a definition was 
not available. A nucleus around which 
a good public relations program might 
be built was first offered to the in- 
dustry by American Lumberman in 
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its October 14, 1944 issue. It con- 
sisted of a platform or pledge of serv- 
ice, which is reproduced on these 
pages in its original form. This plat- 
form was written to define a lumber 
dealer in consumer terms, to explain 
to the public the important function 
of the dealer. It was felt that such 
a platform, if sufficiently publicized, 
would drive customers into retail lum- 
ber yards. 

If it was to be generally adopted, 
this platform had to define a dealer 
in terms precise enough to have mean- 
ing; at the same time it had to be 
sufficiently flexible so as not to force 
all dealers into a uniform method of 
operation. A careful study of the plat- 
form will reveal that it speaks in 
terms of services and- materials ob- 
tainable through the lumber dealer— 
but leaves the actual mechanics of 
how those services will be rendered 
up to the individual dealer. Almost 
any lumber dealer can conscientiously 
subscribe to this platform and offer 
the services it entails. He can fulfill 
his pledge’ in various ways. If he 
wishes, he can enter the contracting 
business, but such a step is not nec- 
essary. He can render the same serv- 
ices to consumers by cooperating with 
architects, contractors and other mem- 
bers of the industry. Regardless of 
how the dealer lives up to this pledge 
(so long as he does live up to it) he 
is established as “central sales head- 
quarters” of the light construction in- 
dustry—in fact as well as in the eyes 
of the public. 

Publication of the platform pro- 
voked considerable discussion all over 
the Nation. Gradually the idea spread 
and developed. After undergoing con- 
siderable revision, the platform was 
officially adopted by the Middle At- 
lantic Lumbermen’s Association, the 
Lumbermen’s Association of Texas, 
the Lumbermen’s Association of 
Northern California, Virginia Build- 
ing Material Association, New Jersey 
Lumbermen’s Association. The plat- 
form continues to fire the imagina- 
tion of leading dealers everywhere. 
Those who advocate its adoption pre- 
dict that it will be made a national 
instrument at the next convention of 
the National Retail Lumber Dealers 
Association. In its revised form which 
is generally accepted today, the plat- 
form is printed on these pages. It 
forms an interesting contrast with the 
original first published by American 
Lumberman. 

Now that this platform is sweep- 
ing the country, various individuals 
who had nothing whatever to do with 
it—who played no part in its creation 
and subsequent development—are at- 
tempting to claim credit for originat- 
ing it. In the interests of fairness and 
historical accuracy, the true story 
deserves to be told here. 

More than any other single individ- 
ual, Arthur A. Hood, director of déal- 


er relations for Johns-Manville, played 
a vital role in creating the platform. 
Equally important, however, were the 
hundreds of progressive lumber deal- 
ers who contributed their thinking to 
the document. 

The editors of American Lumber- 
man collaborated with Mr. Hood and 
with many dealers in the preparation 
of the original platform. That Amer- 


ican Lumberman first gave this plat- 
form to the industry is a matter of 
record. (See the Oct. 14, 1944 issue 
of AL). Many foresighted and alert 
workers in the retail associations saw 
the merit of the platform as soon as 
it was published in this magazine. It 
is largely due to their untiring efforts 
that the platform is on its way to na- 
tion-wide acceptance. 


The Platform as Revised by Dealer Associations 
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(Town) 


to use, at a predetermined price. 


packages of building service. 


1. TO PROSPECTIVE HOME OWNERS— 


2. TO ALL PROPERTY OWNERS— 


3. TO FARMERS IN THIS AREA— 


facilities. 


nance and industrial uses. 


7. TO ALL EMPLOYEES— 





In recognition of this Organization's responsibility to the community and the Country, 
to promote the welfare of the people and full employment to all citizens. 


(Name of Company) 
(County) 
within the scope of its ability and resources, subscribes to the following: 
PLATFORM OF SERVICE 
A. MAINTAIN BUILDING INFORMATION HEADQUARTERS 


To maintain a construction sales and service center with adequate inventories 
and displays of counter and warehouse merchandise concerned with construction. 


B. INTEGRATE MATERIAL AND EQUIPMENT UNITS 


To integrate the elements which make up construction service packages such 
as land, materials, equipment, design, fabrication, finance and utilities, so that 
the public will be afforded an opportunity to buy under centralized sales and 
service responsibility the complete building package, installed or erected, ready 


C. COORDINATE ALL BUILDING SERVICE ELEMENTS 


To coordinate the services of architects, builders, sub-contractors, mechanics, 
building finance agencies, producers and realtors, so that the public will receive 
the latest authentic information and guidance from these associates, who will 
also provide the expert skill to design, assemble, install, fabricate and deliver 


FURTHERMORE this Organization Pledges . . . 


A complete service with that quality in design, materials, construction and 
financing which will assure the maximum in health, comfort, convenience, beauty, 
durability and low cost maintenance. 


A complete service on repair, maintenance, remodeling, improvements and addi- 
tions, including the workmanship of specially trained mechanics. 


A complete farm building service which will bring modern comforts and 
conveniences to the farm home, will provide for adequate shelter and increased 
productivity of livestock, and will conserve produce through modern storage 


4. TO INDUSTRIAL AND COMMERCIAL BUYERS— 


A complete line of materials and services for repairs, construction, mainte- 


5. TO ARCHITECTS, CONTRACTORS, REALTORS, AND FINANCE AGENCIES— 


A central sales headquarters with sales leadership, adequate sales promotion 
and year-round creative selling to the end that the maximum attainable volume 
of construction will be developed to employ their services. 


6. TO MANUFACTURERS AND SUPPLIERS— 


Full cooperation in maintaining adequate inventories, suitable displays and 
effective merchandising to the end that this trading area shall provide them an 
adequate volume of annual consumption of their products. 


Good working conditions, steady employment, income incentives together with 
thorough training and ample opportunity for advancement and increased 


8. TO THE UNITED STATES OF AMERICA— 


To take full part in the perpetuation of the freedom of business enterprise 
which has made America great—a nation of home owners. 


(State) 
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Blueprint working drawings and specifica- 
tions for house plans can be obtained from 
American Lumberman at $5.00 per set. 
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CORRECTION 
The cubic footage for house plan No. 
700 appearing in the September 15 issue 
on page 47 should be 24,780 and the 
cubic footage for house plan No. 712 on 
the same page should be 11,840. 
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MODULAR COORDINATION 


Tu 


This building method eliminates waste of mate- 

rials and saves labor time. It may be the answer 

to a better-designed, lower cost house, without 
sacrifice of individuality. 


A NEW TERM is being added to the 
vocabulary of those interested in 
the building industry. The term is 
“modular design” and it refers to a 
carefully conceived plan for reducing 
the cost of construction, at the same 
time improving quality. Modular de- 
sign has been talked about and advo- 
cated for many years. Finally it has 
advanced well beyond the _ talking 
stage and promises to be one of the 
most interesting and important devel- 
opments in the building industry in 
many years. 

Modular design involves the size co- 
ordination of building materials. This 
basic principle is employed only as 
a means to attain the main objective 
—economy—and is not carried beyond 
the point where its use would defeat 
the purpose. Modular design is not, 
therefore, to be considered as a com- 
plex and revolutionary plan of coor- 
dinating the sizes in building mate- 
rials, but rather as a simplified and 
efficient system of design, layout and 
construction resulting in definite 
economies. Careful planning on the 
basis of these principles, and use of 
specifications which call for standard 
coordinated materials, permit the 
builder to erect a building with little 
or no cutting or changing. This not 


only saves time, but also reduces the 
waste in materials which is inevitable 
when the pieces and parts delivered 
to the building site do not fit. 


IDEA IS NOT NEW 

The idea of modular design is not 
new. It long has been the dream of 
many who have visualized the assem- 
bly of materials having coordinated di- 
mensions as a means of minimizing 
the waste of cutting and fitting. But 
multiplicity of parts and diversity of 
interests have always stood in the 
way. Earliest proponents of the sys- 
tem included Albert Farwell Bemis 
and Associates of Boston, Mass., and 
Frederick Heath, Jr., the latter having 
written papers which appeared in the 
Journal of the American Ceramic So- 
ciety as early as 1929, although the 
theory of the system dates back many 
years before that time. 

In 1938, a conference of producers 
and users of building materials was 
held, at which time a proposal was 
presented by Alan C. Bemis, son of 
the late A. F. Bemis, suggesting that 
the American Standards Association 
undertake the development of coor- 
dinated standards for materials and 
construction. It was agreed at this 
conference that the plan proposed by 





__ What is Modular Design? 





Briefly, coordination, the basis of 
modular planning, may be defined 
as the dimensioning of building 
units or components so they will fit 
together; plus the use of building 
dimensions consistent with such co- 
ordinated sizes. It involves: 


1. Sizes of building materials 
and components which permit their 
field assembly with a minimum of 
cutting and fitting. 

2. Details and plans which show 
the assembly of the above, and 

3. Modular planning which corre- 
lates building dimensions with the 
above sizes and details. A 4-inch 
unit has been selected as the stand- 
ard dimensional increment. 


In recent months announcements 
of the adoption of the 4inch module 
as basis for product sizes have been 
made by a number of building ma- 
terial manufacturers, notably, the 
National Door Manufacturers Asso- 
ciation, wood windows and doors: 
the Structural Clay Products Insti- 
tute, brick and tile; Concrete Ma- 
sonry Industry, concrete blocks; 
Metal Window Institute, metal win- 
dows. Glass block manufacturers 
have always made their product to 
conform to the 4inch module. A 
number of other manufacturers of 
building materials are studying and 
working toward standardization of 
product dimensions with the 4-inch 
module as the basis. 
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Mr. Bemis pointed the way to a prob- 
able solution of the problem on an 
industry-wide basis, and it was rec- 
ommended that the American Stand- 
ards Association establish a project 
on modular standards. The American 
Institute of Architects and the Pro- 
ducers’ Council accepted an invitation 
to serve as joint sponsors and the 
project was started in 1939. 


ADOPTED 4-INCH MODULE 

The study committee’s first task was 
to ascertain the size of the unit or 
module that could most efficiently be 
used as the basis for coordination. 
Much time was spent in this phase 
and the problem was considered from 
every possible angle, so that the most 
widely applicable and efficient unit 
would result. Too small a unit would 
call for a larger number of sizes of 
material, while a unit too large would 
not afford sufficient flexibility. After 
a comprehensive study, a four-inch 
module or increment was decided 
upon. The committee determined this 
size unit would afford the maximum 
practical standardization and simplifi- 
cation, and at the same time afford 
a sufficient flexibility in design and 
layout. 

In actual construction, the econo- 
mies in the use of the 4-inch module 
arise from the fact that products de- 
signed on the modular basis can be 
combined into a finished structure 
with a minimum amount of costly cut- 
ting and fitting on the job, thus per- 
mitting savings in both materials and 
labor. When the exterior wall of a 
house is modularly designed and when 
the modular brick and modular win- 
dows are specified, window openings 
will be exactly right and windows will 
fit into the wall as though custom-made 
for the openings. There will be little 
or no trimming and no gaps to be 
filled. 

MANY ADVANTAGES 

From the standpoint of the manu- 
facturer of materials and equipment, 
general acceptance and adoption of 
dimensional coordination means that 
there will be fewer sizes of products 
to manufacture and keep in stock, be 
cause many of the slightly differing 
dimensions now found in _ building 
products will be eliminated. 

Reduction in the range of sizes per- 
mits wider use of mass production, 
savings in -accounting and in storage 
space, and other obvious economies. 
The lumber dealer also will have 
fewer sizes to order and stock and to 
keep records for. The work of the 
job foreman and mason is simplified 
because of the assurance that the 
various parts of the structure will fit 
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together accurately when the dimen- 
sions of all materials and equipment 
are coordinated and when the project 
has been designed on the modular 
basis. 

The plan holds out definite advan- 
tages to the planner and architect as 
well, without in any way tending to 
standardize design. In the first place; 
the use of the standard 4-inch module 
provides a convenient and uniform 
layout unit, forming a grid, which sim- 
plifies layout dimensioning, the check- 
ing of dimensions and the referencing 
of details to the working drawings, in 
addition to affording a simple drafting 
technique. 

Frederick Heath, Jr., chairman of 
the subcommittee on modular prod- 
ucts for the Producers’ Council, in 
commenting on recent trends toward 
modular coordination in the lumber 
industry, says: “There are certain 
users of lumber, notably: some large 


This plan is a typical layout using only grid 
dimensions based on the 4-inch module, 
which has been adopted as the basis for 
coordination of sizes in building materials 
and structures. These dimensions establish a 
complete grid relationship and show how this 
is done without using cross-section paper. 
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This figure shows the symmetrical location of the wall structure relative to grid Iinzs set 


up in 4-inch multiples. 
larly to all outside corners. 


A single modular detail will apply to all inside corners and simi- 
Freedom for the designer to select any grid line or grid dimen- 
sion in developing the building plan constitutes a 4-inch flexibility of layout. 
flexibility applies to wall lengths and heights, room sizes, and locations of openings. 


This 4-inch 
Door 


widths may vary by 4 inches while window widths may vary by the width of a light which 
might be 8, 12, 16 or 20 inches, or any multiple of 4 inches. 





prefabricators, who have applied the 
4-inch modular principles to their de- 
sign and demonstrated economy 
through efficient assembly methods 


might 


be unwise to get these two 


closely associated.” 


INTEREST AMONG LUMBERMEN 

























































































































































































the grid dimensions approximate the actual that result. Modular coordination is Mr. Heath continues: “Even with 
dimensions. not prefabrication, however, and _ it standard lumber products and con- 
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All dimensions shown are grid dimensions 














ventional building methods, there has 
been a distinct trend to design so as 
to eliminate waste and avoid sawing 
or fitting at the job. For instance, the 
FHA has for several years been rec- 
ommending floor spans on housing 
that would utilize joists that are stand- 
ard length lumber, such as 14 or 16 
feet. One company has promoted a 
standard 8-foot stud length, and based 
on this, has packaged the shorter 
length studs and headers necessary 
for framing around doors and win- 
dows. These package sales utilize 
their short lengths. If this standard 
stud were increased to 8 feet % 
inches it would be possible to have a 
modular floor to floor height of 9 feet 
4 inches. While modular coordination 
has not yet advanced very far be- 
yond the exterior shell of the building, 
particularly masonry walls with its 
windows and doors, it is very likely 
that modular floor to floor heights 
will be established with some uniform 
relationship to the exterior walls. This 
floor to floor height would not be any 
one dimension, such as 9 feet 4 inches, 
but it would vary from this by 4-inch 
increments. Certain of these dimen- 
sions would predominate for certain 
types of structures and may become 
the basis for prefabricated stairs. 
Likewise, there might be stock parti- 
tions, closets, or shelving assemblies 
designed on the 4-inch modular grid 
coordinated to these modular floor 
heights,” concludes Mr. Health. 
Hard work and definite accomplish- 
ment in getting the building industry 


aroused to the possibilities of modular 
coordination is the result of enterprise 
largely on the part of the Structural 
Clay Products Institute, National Con- 
crete Masonry Association, Metal Win- 
dow Institute and the National Door 
Manufacturers Association. The lat- 
ter organization was one of the most 
recent to adopt modular planning and 
have done so with considerable en- 
thusiasm for their new modular stand- 
ard double-hung windows. 


MODULAR MASONRY NOW A FACT 

The plan for modular masonry 
adopted in the structural clay prod- 
ucts industry provides for three new 
sizes of brick, varied to meet regional 
preferences, although the individual 
manufacturer will not necessarily pro- 
duce all three sizes. These modular 
sizes will replace the brick sizes here- 
tofore produced and stocked. The 
range of tile sizes will be greater, 
but present sizes will give way to 
modular tile. 

The individual brick or tile will not 
measure exactly four inches in any 
dimension, because the thickness of 
the mortar joint, which in many cases 
will be one-half inch, is taken into ac- 
count with the result that dimensions 
are taken between the center lines of 
mortar joints. The width and length 
are the same for all three sizes of 
modular brick—the width being 3% 
inches (making 4 inches with a \%- 
inch mortar joint) and the length be- 
ing 7% inches (making 8 inches or 
two modules with the joint). 





Bracket indicates lines. used 
in Grid Layout of buildings 


‘ee. Secs, hes Sa Mees a © i ts a ee, 


| 4. e § 4 
a a 


° T ' i 

{ 
| | | | | | 4 
Pa 


1 | | | | | 4 








ee ae a 





a ne eral —" To 
| 
4" re ne, +d 


a 
#9 t — 


| | 











+4 


: } ] 
— + ¢ + — — .__-: 


i 


Satis teeties biteetn sitet nis be sae ke ahntie Seete toe 


| | l l | a 




















| Paty | 





z She. tT | 
- i. rg 


— fare 
| mM 


+: —Aetual dimension spoon 


| 4" MULTIPLES _ { 


tate ~ 
he f 





a 
~ ie 

. 
aaa sina Sa 
| | | 


Grid dimensio 
ne 


34 
ran 


man sa 2, soe. AO 


l | | 
ee use 





| 
| a ory 
| | | | | 


— 


ae was piace, seca tea shia: ot Balers ee ea 
id‘ is difference betje 
dimension a ard Actual dimension, | 


| | | | | | 
Se Te er 


iP Meee eee: Ce 


‘ae Be ‘ | 
1 Higa | 


The grid lines used here for grid dimensions are identified by brackets to emphasize the close 


correlation between the 4-inch modular detail and the building layout. 
referencing to grid lines are an essential part of a modular detail. 


Dimensions showing 
If the dimensions to grid 


lines are altered for a particular assembly of building parts, each different grid location requires 


an individual modular detail. 


Hence, for simplicity in design and field erection it is essential 


to maintain a specific grid location for each detail. 
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The Ponderosa Pine wood window industry 
has adopted new wood window and sash 
standards that meet 4-inch modular coordina- 
tion requirements. The figure above shows an 
all purpose double-hung window frame in 
elevation superimposed upon the 4-inch mod- 
ular grid for a masonry wall. Sash opening 
widths are 4-inch multiples and heights are 
4-inch multiple plus 2 inches. Since the space 
for the brick mold is about 2 inches, the 
edge of the sash is centered between grid 
lines. Approximately the same space is 
needed at the top of the sash. 





The heights vary, however, from 
21/6 inches to 3% inches. With the 
height of 21/16 inches there are three 
courses of brick for each two 4-inch 
modules; with the 2%--inch height, 
there are four courses for each three 
modules, and with the 3%-inch height, 
there is one course for each modules, 
after allowing in every case for the 
%-inch mortar joints. 


METAL WINDOWS CONFORM 

One of the most notable contribu- 
tions to progress of modular coordina- 
tion in building was action taken by 
the Metal Window Institute in Sep- 
tember 1944 when the decision was 
made to standardize all solid section 
commercial projected and _ pivoted 
steel sash on a modular basis. The 
Metal Window Institute includes in its 
membership all of the largest pro- 
ducers of metal windows and these 
manufacturers immediately made 4a 
widespread distribution to architects 
of catalogs illustrating the new sizes. 
Now, the various styles of metal win- 
dows (except light and intermediate 
casements and detention windows) are 
to the same size standards. This 
means that in any given sized opening 
the style of quality of window can be 
changed either before or after instal- 
lation without change in the opening 
size or any important change in it 
stallation details. Also, after the build- 
ing has been completed, a change in 
occupancy or use may require instal- 
lation of different windows. 


WOOD WINDOWS AND DOORS 

A second important step in modular 
coordination was taken early in the 
spring of 1945 when the Nationa! Door 
Manufacturers Association announced 
that industry agreement had been 
reached on modular sizes for double 
hung wood windows and wood doors. 
An attractive 32-page brochure has 
just been published giving complete 

(Continued on Page 44) 
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NEWS~TRENDS 


L-335 Revoked October I, Lumber 
Distribution Free of Controls 


Distribution of lumber will be free 
from controls Oct. 1, the War Produc- 
tion Board has announced. 


The .lumber order L-335, issued in 
June, 1944, has been revoked. 


Though lumber production this year 
is expected to amount to only 29,500,- 
000,000 board feet, as compared with 
32,500,000,009 board feet in 1944, mili- 
tary requirements have declined 
sharply since the end of the war. Con- 
trols established by L-335 are no long- 
er considered necessary. 

Allotments of lumber for the third 
quarter remain in force until the ex- 
piration of the order, but no further 
allocation of lumber will be made, 
WPB pointed out. 

Citing figures indicative of the 
amount of lumber released for civilian 
use aS a result of the end of the war, 
WPB said that in the first half of 
1945, 12,000,000,000 board feet of the 
15,660,000,000 board feet consumed 
was used for direct and indirect mili- 
tary requirements (76 percent). Esti- 
mated military needs for the second 
half of the year are approximately 
4,000,000,000 board feet, which repre- 
sents approximately 20 percent of the 
estimated total. 

Military requirements mounted from 
15 percent of total consumption in 
1941 to 74 percent in 1944. This heavy 
demand made necessary the issuance 
of an over-all control order. 

L-335 was designed to provide lum- 
ber for military and essential civilian 
uses through quarterly allocation. The 
order controlled all species and grades 


of lumber, and restricted sale by saw- 


mills, purchase and sale by distribu- 
tors, and purchase by consumers. The 
amount of lumber available for house- 
holders and other small users was 
controlled by allotment to distributors. 
Purchasers were permitted to place 
ceriified and rated orders for the 
amount of lumber they were author- 
ized to receive. 

Improvement in the lumber supply 
has also made it possible to remove 
restrictions on the use of lumber in 


construction jobs authorized by the 
War Production Board, the agency an- 
nounces. 

Action was taken by revocation of 
Schedule A to CMP Regulation 6, and 
the chief restrictions removed are: 

Prohibition of the use of lumber 
two inches thick. and less than eight 
inches in width, and of all lumber 
less than two inches thick for sheath- 
ing of walls and roofs, siding and other 
specified uses. 

Prohibition of the use of hardboard 
and of common grades of any kind for 
millwork and trim. 

Use of stress grade lumber in ac- 
cordance with WPB Directive 29. 

Restrictions on the use of tin and 
lead, contained in the revoked sched- 
ule, are continued in force through 
other applicable WPB  regulations— 
M-43 for tin and M-38 for lead. 


Builders who have been authorized 
to undertake construction subject to 
the restrictions of Schedule A may 
continue construction without regard 
for these restrictions, except where 
other WPB orders limit the use of 
materials or equipment. 


Walkout Ties Up 40% of 
Western Lumber Production 

An industry-wide strike of AFL 
sawmill, woodworking plant and log- 
ging camp workers in the western 
lumber producing states of Oregon, 
Washington, Idaho and Montana called 
September 24 shut off about 40 per- 
cent of the production in that region. 
Latest reports indicate 348 operations 
are closed down with some _ 60,000 
workers on strike. Plants which have 
ceased operation include box factories 
and plywood operations. 

Workers are asking a basic wage of 
$1.10 an hour, which is roughly a 20- 
cent an hour increase. Wages have 
not been uniform in all areas or in 
all operations. Observers predicted 
Tuesday that additional operations in 
northern California and elsewhere in 
the region would probably close down 
in another day or so. 

The strike grew out of last week’s 
meeting between union officials and 
employers’ representatives before a 
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panel of Department of Labor con- 
ciliators when disagreement arose 
over demands of the union to nego- 
tiate on an industry-wide basis. Em- 
ployers are not set up at the present 
time to negotiate on this basis because 
there is no organization representing 
all districts and groups of industries, 
plus the fact that different wage 
schedules prevail in the various dis- 
tricts. The $1.10 minimum is being 
demanded in all districts. 

At this writing no new moves have 
been made to settle the dispute and it 
is felt that the ClO-organized opera- 
tions may join in the walkout, thus 
making it a virtual tieup of all pro- 
duction in the west and southwest. 

As part of the pressure on the in- 
dustry, union officials have declared 
all lumber in transit after 12:01 A.M. 
Monday as “hot” lumber, not to be 
handled by unionized retail yard em- 
ployees and truck drivers. 





Hardwood Lumbermen Probe 
Outlook, Discuss Problems 


A review of the industry’s status 
now and in the immediate future oc- 
cupied the attention of members of the 
National Hardwood Lumbermen’s As- 


sociation in a two-day conference at 


the LaSalle Hotel in Chicago, Septem- 
ber 20 and 21. A board of directors 
meeting preceded the open sessions on 
September 19. 

Dr. Melchior Palyi, experienced in 
world-wide economics and banking, 
now financial advisor to the Northern 
Trust Co., Chicago, in a summary of 
what lies ahead for business, told the 
lumbermen that the United States is 
headed for the biggest inflationary 
boom in its history. This will not be 
immediate, he pointed out, but will 
follow a period of six months to a 
year of recession, before the upward 
climb begins. He ventured the opin- 
ion that lumber prices will stay at a 
high point for at least three years. 

Peter Stone, OPA price chief on 
lumber, feels that lumber price con- 
trols will be needed at least until next 
July 1 and possibly longer. Speaking 
to the Thursday. afternoon session, 
Mr. Stone said that when lumber in- 
ventories in retail yards reach six 
billion feet and stand at eight billion 
feet in mill inventories, he will be 
willing to recommend the removal of 
price controls. He also advised lum- 
bermen that they cannot look for any 
liberalization in price control policies 


: 


37 





—that a case must still be proved to 
the satisfaction of OPA before any 
increases will be granted. 

J. Philip Boyd, retiring chief of the 
WPB lumber division, expressed satis- 
faction at being able to announce his 
retirement to private business and 
complimented the hardwood industry 
on the fine cooperation accorded WPB 
during the critical war period. Mr. 
Boyd feels that in six months lumber 
inventory pipelines will be well along 
toward filling up and reasonable work- 
ing inventories can be expected at the 
end of that period. During the last 
months of war the industry was pro- 
ducing about two and one-half billion 
feet a month, he said, of which about 


two billion was going to the war effort. 
Now that two billion, plus most of the 
other half billion will go into civilian 
channels. 

Mr. Boyd expressed the opinion that 
the home building industry will not 
get under way as fast as some public 
predictions have led consumers to be- 
lieve. He cited the fact that the 
nation has never seen more than 50 
percent more homes built in any one 
year than was built in the previous 
year. This is due, he feels, to the diffi- 
culty of assembling materials, man- 
power, financing and industry into a 
coordinated pattern which will func- 
tion smoothly during a building boom. 

John B. Veach, who worked with 
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the Central Procuring Agency durinz 
the war, now back,in the lumber 
manufacturing business, warned that 
the industry must make every effort 
now to hold all the market advantages 
that were gained as a result of the 
war. Lumber cannot be sold on price 
alone, he told his colleagues, but must 
be sold in the future on its merits. 
Manufacturers must mechanize, cui 
specialized material for specialized 
consumers in the hardwood field in 
order to keep the gains which have 
been made, Mr. Veach concluded. 

The Thursday afternoon session was 
continued to Friday morning when 
further discussions on industry prob- 
lems and committee reports were re- 
ceived. 

All present officers of the National 
Hardwood Lumbermen’s Association 
were re-elected at the annual meeting. 
They are: Daniel C. MacLea, presi- 
dent; George H. Henderson, Frank W. 
Hutcheson and James C. Walsh, vice 
president and John W. McClure, secre- 
tary-treasurer. 

John B. Veach, Washington and 
Kerry L. Emmons, Memphis were 
added to the list of directors for a 
three-year terms. Directors re-elected 
for three-year terms are: A. J. Bailey, 
Toronto; A. H. Bankston, Savannah: 
F. G. Christmann, St. Louis; A. M. 
Fox, Iron Mountain, Mich.; B. O. Ger- 
rish, Boston; H. F. Gill, Montreal; O. B. 
Hayes, Norfolk, Va.; and F. S. Under- 
hill, Philadelphia. C. H. Barnaby, Jr., 
Greencastle, Ind., and Charles Good, 
Bay de Noquet, Mich., filled vacancies 
which were the result of deaths in the 
1947 directorship. 


Southern Pine Assn. Meets to 
Discuss Reconversion Problems 


In their first peace-time meeting in 
almost four years, the Board of Direc- 
tors of the Southern Pine association 
met in New Orleans Sept. 6 and 7 to 
consider the problems now facing the 
industry. During these same two days, 
the Southern Pine War committee and 
the Southern Pine Industry committee 
also met to discuss present-day and 
future problems and to outline a course 
of procedure to be followed by the in- 
dustry during the reconversion period. 


Because of the fact that many of: 


the problems which confronted the in- 
dustry as a result of the war are still 
in existence, it was decided by the 
manufacturers present that the War 
committee should continue in its pres- 
ent status until some of the subjects 
being handled with various govern- 
ment authorities have been finally 
disposed of and at the first opportunity 
there should be an industry-wide meet- 
ing so Southern Pine manufacturers 
may take formal action regarding the 
dissolution or reconversion of the War 
committee. - 

It was the unanimous opinion of 
the Southern Pine Industry commitiee 
meeting that the basic provisions of 
the Wage-Hour law should be undis- 
turbed at this time, but that adminis- 
trative provisions should be revised in 
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“We’ve been in business 
100 years... 28 of 
them with INSULITE!” 


says 


J. J. Lavengood 
Manager J. C. Proctor Lumber Co. 
Peoria, Illinois 


“The Proctor Lumber Company has been doing business in Central 
* says Mr. Lavengood, ‘“‘and during that time 
we have consistently offered our customers only materials of highest 
quality. 


Illinois for a century, 


‘Twenty-eight years ago we started selling Insulite, because we 
considered it tops in structural insulation, and we’re still selling it, 
and it’s still giving our customers complete satisfaction. 

‘“T can’t think of anything more to say about Insulite. In fact, 
what more could I say?” 

If you are not handling Insulite products, we’ll be glad to send 
you information, samples, details. Just send coupon below, no obli- 
gation, of course. 





INSULITE, Dept. AL95 


Minneapolis 2, Minnesota 
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conformance with President Truman’s 
expressed desire to relax controls and 
eliminate government interference 
which handicaps full employment and 
full production. 

Leading the discussions on the pro- 
posed legislation to create a perma- 
nent Fair Employment Practices com- 
mission was General J. H. Ballew, 
Southern States Industrial council, 
Nashville, Tenn. He termed the FEPC 
as a “bill that would absolutely destroy 
freedom of contract in all employer- 
employee relations, and would place 
free enterprise and individual inde- 
pendence completely in the power of a 
bureaucratic agency.” The commit- 
tee and manufacturers present adopted 


a policy of opposition to this bill. 

Passage of the Gwynne bill, which 
would establish a one-year limitation 
period for retroactive recovery in cer- 
tain federal statutes, was urged. 

Strong emphasis was laid in the 
Trade Promotion committee report on 
the need for quality lumber and full 
recognition was given to the fact that, 
unless every effort is made by manu- 
facturers to make quality lumber, the 
basis of their promotional efforts and 
results would be seriously handi- 
capped. 

President McNeal called for a greater 
degree of unity within the industry 
and urged that every effort be made to 
increase the volume of Southern Pine 
















“There's going to be a lot of rain, 
Noah—better use STSALKRAFT ” 


Too bad, Noah, you didn’t have an 
“Arkitect”. Then you'd have had 
Sisalkraft in the Master Specifica- 
tions. You ran into a lot of damp- 
ness, to say the least, and from what 
we ve heard, a lot of stormy weather. 
Sisalkraft has a reputation for shut- 
ting out both — plus dirt and dust, 
although you probably weren’t 
bothered with the latter. 






And, Noah . . . if you’d had man- 
power troubles, the fast, easy ap- 
plication of Sisalkraft — the elimi- 
nation of batten strips — the little 
or no waste in handling — would 
have saved many ark hours. 


We'll grant you didn’t have to con- 
sider cost. But, if you were build- 
ing an ark today, or a good house, 
Sisalkraft’s low cost would carry 
a lot of weight. 
Have you ever figured bow very little 
more it costs to put the best building 


paper, Sisalkraft, over sheathing... 
instead of an ordinary paper? 


Answer — about 16¢ per year for the 
life of the bouse. 








production reported by the Southern 
Pine association. To make it easier 
for many of the smaller manufacture;s 
to join, the board authorized a reduc- 
tion in the minimum monthly fee of 
$25.00 to $12.50. 

Consideration was given by the 
board to cooperative programs with 
members of the wholesale industry 
and with the hardwood branch of the 
Southern lumber industry. These co- 
operative endeavors, discussed at pre- 
vious meetings, have not developed 
to the point where final action ean 
be taken, but Secretary-Manager 
Berckes indicated the work was pro- 
gressing on the development of these 
matters in an effort to bring them io 
successful conclusions. 


FHA Orders Termination 
Of War Housing Program 


Formal orders to all field offices of 
the Federal Housing Administration to 
terminate the war housing program 
have been issued by FHA Commis- 
sioner Raymond M. Foley. 

From now on all FHA home financ- 
ing insurance operations will be con- 
ducted under normal peacetime proce- 
dures. 

In his instructions to field offices, 
Mr. Foley said that in cases where 
applications for war housing insurance 
are in process, a new determination of 
the actual need for the housing must 
be made. In cases of outstanding com- 
mitments where construction has not 
started, a review of each case was 
ordered as to the continuing need in 
light of circumstances brought about 
by the end of the war. 


Hemlock, Hardwood Assn. 
Plans for Reconversion 


At the Northern Hemlock and Hard- 
wood Manufacturers association meet- 
ing, Sept. 14 and 15, President Walter 
T. Gorman, Lake Superior Lumber 
corporation, said that while there was 
no conversion problem in the industry 
involving re-tooling of similar physical 
alteration to plants and facilities, at 
the same time there were several items 
to be clarified with government agen- 
cies before this region could assume a 
satisfactory role in civilian industria 
effort. : 

EK. C. Singler, secretary, Maple 
Flooring Manufacturers association 
stated that the flooring industry had 
followed a similar pattern to that of 
the lumber manufacturers. He said 
there were tremendous demands for 
maple flooring for industrial plant 
conversion as well as for retail stocks. 
The flooring production problem is one 
of lumber supply, not of labor. 

Evaluating the business outlook, 
O. T. Swan, secretary-manager dis- 
cussed the divergent theories of two 
conflicting schools of thought regard- 
ing the post-war era. One eminent 
authority anticipated dangerous unem- 
ployment during the first reconversion 
period followed by winter doldrums, 
whereas other equally sound exponents 
maintained the nation’s backlog of sav- 
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New Apartment = 
Building Sales 4 


Bie: 


with STANLEY HARDWARE 


All over America, new apartment building apartment construction begins again. Plan your 
plans await materials and labor. Stanley Hard- stock and aim your selling program to cap- 
ware will be specified and installed by a major- ture this future business in your community. 
ity of architects and builders who know they Stanley, as always, will be ready with displays 
can count on its fine quality and helpful variety. and other material to help you make the most 

This preference will give the Stanley dealer of this approaching opportunity. The Stanley 
an inside track to sizable sales and profits when Works, New Britain, Connecticut. 
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ings has created sufficient purchasing 
power to assure a sound prosperity. 
One thing was agreed on, the country 
will be faced with many problems of 
social legislation. 


Warn Business of Time Limit 
On Requests for Price Relief 


The 15-day limit to file for price 
relief from cost increases occasioned 
by prospective wage increases will 
continue to be enforced, the Office of 
Price Administration warns business 
firms. 


E. Walters, Chicago, regional admin- 
istrator, “because a number of firms 
appear to be unacquainted with the 
fact that the application for price 
relief must be placed with OPA within 
15 days of the filing of an application 
for wage increases before the National 
War Labor Board, or proper govern- 
ment agency.” 

It is possible for the OPA to dis- 
regard a request for price relief when 
the firm has failed to comply with 
regulations and orders which have 
been issued on procedure for price 


houses 


adjustment. A request filed late will 
be considered only if good reason for 


call attention of business 


to this provision,” said Rae the delay is shown. 
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TO THE TRADE:— 


With Douglas Fir Plywood released from W. P. B. restrictions, we are 
bending every effort toward the resumption of our normal business— 
serving the many dealers who look to PAMUDO for their plywood 
requirements. 

However, before a full-scale normal production of plywood will be avail- 
able, improvement must come in the present labor and log situation. When 
this is accomplished, and we hope it will come soon, we will be in position 
to service all your requirements—both from warehouse stocks and car- 
loads direct from the mills—as in the years before the war. 





Meanwhile, we are building up our stocks of plywood at the various 
branch warehouses as rapidly as conditions permit, and we suggest you 
keep in touch with our nearest branch so as to obtain the items you need 
as they become available. 

In this way we feel the best interests of the trade can be served, at least 
until such time as our production increases and gives us greater freedom 
in the market. 


PLYWOOD DIVISION 


P.S. Write for our Carload Price Schedule and 
Grade Use Guide. 
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PACIFIC MUTUAL DOOR Co. 


MILLS: OREGON--WASH. HOME OFFICE: TACOMA 1, WASH. 


LOS ANGELES 21, CAL 
ST. PAUL 4, MINN 


KANSAS CITY 3, KANSAS 
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Oak Flooring Manufacturers 
See Some Increase in Lumber 

At the Sept. 12 meeting of the Na- 
tional Oak Flooring Manufacturers’ 
association reconversion problems 
were discussed and evidence in the 
easing of the lumber supply at some 
points was offset by predictions of 
further curtailed hardwood lumber 
production in the coming winter 
months. It was felt that with the 
armed forces now out of the buying 
market, the lumber situation would be 
easier, but to what extent was prob- 
lematical. 

Some manufacturers’ present re- 
ported a more plentiful supply of labor, 
while others had not yet felt any 
easing of the condition. 

There were discussions on pending 
legislations, but no group action was 
taken. 


Establish Freight Additions 
for Jobbers of Fir Doors 

Establishment of fixed conditions for 
freight to be used by jobbers of fir 
doors in computing their maximum 
prices has been announced by the 
Office of Price Administration as 
being effective Sept. 25. 

Under the new fixed freight addition 
method of calculating jobber transpor- 
tation charges on fir doors, 17 freighi 
zones are created, and fixed additions 
are provided for each zone. With two 
exceptions, the freight zones are iden- 
tical with those now used for stock 
millwork manufacturers’ delivered 
ceiling prices. 


Remove All Restrictions on 
Metal Insect Screen Cloth 

The restrictions on manufacture 
and distribution of metal insect screen 
cloth have been entirely removed by 
revoked L-303. Manufacturers and dis- 
tributors may now ship and deliver 
without any restriction. 


OPA Investigators Checking 
Lumber Yards for Violations 

Of interest to all lumber and build- 
ing material dealers is the notice from 
the Northwestern Lumbermens asso- 
ciation that OPA compliance investi- 
gators are now in the field, checking 
lumber yards for possible OPA viola-~ 
tions. 

Primarily two types of claims are 
being made by OPA; lack of sufficient 
information on sales tickets and im- 
proper pricing on _ milled-in-transit 
stock. 

The regulations are as follows: 

1. Sales tickets—on each ticket 
should be the item, specie, grade, con- 
dition, working and quantity sold. 

2. Retail prices — milling-in-transit 
charges are not allowed. Retail price 
should be computed for each item using 
price of item as sold as the base mill 
f.o.b. price in MPR-215 and MPR-467. 

If the above rules are followed, 
major claims of violations will be 
avoided. Whenever in doubt dealers 
should consult the OPA district of- 
fice or their associations. 
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Modular Coordination 
(Continued from Page 34) 
details on the new standards, which 
represent more than two years of in- 
tensive study on the part of the pro- 
ducers of ponderosa pine stock wood- 

work products. 

Heretofore no national standard for 
wood windows and sash has been rec- 
ognized by the woodwork or building 
industries. Following the settlement 
of New England in colonial days, cer 
tain window opening sizes came to be 
recognized as standard in that par- 
ticular area. As the population moved 
westward other local or regional 





standards developed. As a result, the 
United States has experienced at least 
ten different local or regional window 
and sash standards. This multiplicity 
of standards has caused some con- 
fusion to architects and builders. It 
did not lend itself to maximum econ- 
omy in manufacture and distribution. 

The new booklet published by the 
National Door Manufacturers Associa- 
tion contains much material of inter- 
est to all in the light building field. 
The text of the standard sets up mini- 
mum specifications for two nominal 
thicknesses of wood windows and sash 
—1%-inch and 1%-inch. It also covers 
construction, grades and tolerances 
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PONDEROSA PINE 


Quality in the Log 


A-Y Quality has always been based on two things—qual- 


ity in the log and painstaking care in manufacture. 


Soon more A-Y Quality Ponderosa Pine lumber will be 
Rapid progress is being made in the construc- 
tion of our new mill and on completion we will specialize in 


Yard Stock, Factory Lumber, Mouldings and industrial 
items. 


Member Ponderosa Pine Woodwork 














Alexander-Yawkey Lumber Co. 


Members Western Pine Association 





Prineville, Oregon 








for these requirements. Several pages 
of full-sized details of wood parts are 
also included. They are followed hy 
a series of tables showing the open- 
ing sizes, prefit layouts and glass sizes 
for all types and designs of windows 
and sash available under the new 
standard. Installation details showing 
typical conditions that develop at the 
head, jamb and sill in various types of 
wall construction should prove popu- 
lar with architects and builders. Also 
of interest is the all-purpose window 
frame used by the Association in de- 
veloping its installation details and 
illustrations. 

In a statement accompanying re- 
lease of the new window size stand- 
ards, NDMA said: “Many advantages 
are expected to flow from the adoption 
of this new national standard. Under 
its provisions all widths that are not 
exact multiples of four inches are 
eliminated. In addition, all windows, 
whether they are 2-light, 4-light, 8- 
light, 12-light, top divided, or any 
other type, are built to the same stand- 
ard opening size instead of to a mul- 
tiplicity of slightly different sizes that 
prevailed heretofore. This means a 
substantial reduction in the number 
of so-called stock sizes recognized by 
the industry.” 

The standards published by NDMA 
will apply, not only to the windows 
themselves, but with equal force to 
the other component parts of the com- 
plete window opening. Window frames, 
storm sash, window screens, window 
trim, even window shades and vene- 
tian blinds can now be fabricated to 
the sizes established by the standard 
with full assurance that they will 
meet the requirements of the _ pro- 
gram. 


CONCRETE BLOCKS 


Following its decision in 1945 to 
adopt modular sizes as standard for 
the concrete masonry industry, manu- 
facturers of concrete masonry units 
are now converting to modular sizes. 
These sizes are based on a nominal 
face size of 8x16 inches with a stand- 
ard mortar joint of % inch, making 
the actual face size of the units 
754x155 inches. 

Glass blocks have, of course, been 
natural modular sizes since their first 
introduction, and the same can be 
said for acoustical tile. 

A study committee has been ap- 
pointed to probe the possibilities of 
adopting modular standards for metal 
and wood kitchen cabinets. This may 
grow to include stoves, refrigerators, 
sinks and possibly even laundry equip- 
ment. 

One of the large granite block qual- 
ries in the east has announced pro- 
duction of blocks in 4-inch modular 
sizes. The Asphalt Tile Institute is 
studying its standards in relation to 
the 4-inch module. Asphalt tile sizes 
have been standardized in multiples 
of three inches although there are 4 
number of them, such as 12x12 and 
12x24-inch sizes that coordinated well 
in 4-inch modular planning. 
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:| SELL “PENNVERNON” 


Ml 
: not just “Window Glass 


icine Aine ite ANAC RY 


Town. 
Architects: Overstreet and Tow 





ae 


TO GLAZE an important new building like 
the Bailey Junior High School in Jackson, 
Mississippi, Pennvernon Window Glass is 
ideal. 





OR TO GLAZE a home like this, Pennvernon 
€ Window Glass is equally satisfactory. The 
clarity, fine finish, and good visional proper- 
ties of Pennvernon always assure quality 
windows. 





For big buildings or small, sell Pennvernon 
... the window glass that has made a name for 
itself! 


R LITTLE ONES 


PENNVERNON Window glass 


PITTSBURGH PLATE GLASS COMPANY 


2251-5 GRANT BUILDING, PITTSBURGH 19, PA. 
‘PirrsBuRGH stands for Quality Glass and Print G 
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They're Digging In 

HE DEPARTMENT $s stores sstill 

are nibbling away at the postwar 
home market. News dispatches tell 
of the unusual interest of the public 
in home models recently displayed by 
Bamberger’s, one of the most progres- 
sive merchandisers in the New York 
metropolitan area. On this particular 
occasion the exhibit consisted of ultra- 
modern homes some of which were 
composed of 40 percent glass. There 
were six scale models in the group— 
prize-winning designs submitted in a 
national contest conducted by Pitts- 
burgh Plate Glass company. The 
showing played to packed houses. 


* o* * 


The more you know about the goods 
you sell, the fewer words it takes to 
sell them. But there can be no let- 
down in effort. 


* * * 


It's in the Air 

T IS PRACTICALLY impossible to 

pick up a newspaper, magazine, or 
trade publication without reading 
about prefabbed this or that. Main 
reason is the public’s desire to get 
away from the bother of trying to 
find somebody (usually several dif- 
ferent building trades) to put the 
building material together.in order to 
obtain what the ultimate consumer is 
really trying to buy. It’s time to shift 
from raw materials to the finished 
product...or as close to it as possible. 


* * * 


Prediction 

ABOR WON’T GET as much as it 

is demanding and doesn’t expect it. 
Manufacturers will not be required to 
absorb all advances in labor costs. If 
so, automatic machinery will be de- 
vised to speed up production with less 
manpower. Economic laws are still in 
effect. Competition eventually will 
rule the roost as it has in the past. 
It’s not the time to sell out and hole in. 


* * * 


Orchids to Burford Young 
UGGESTION to the Multigraph 
people: Get in touch with Burford 

Young, editor of The Knot Hole, pub- 
lished by A. L. Scott Lumber company, 
DuBois, Nebraska (population 350). 
Merchandising Clinic has yet to see a 
better example of the possibilities of 
the multigraph properly used. Du- 
Bois doesn’t boast of a newspaper 
and doesn’t need one as far as the 
A. L. Scott Lumber company is con- 
cerned. We've no idea how Mr. Young 
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does it, but we read both sides of 
every page of The Knot Hole. Wonder 
why more lumber dealers aren’t doing 
the same thing? 


* * * 


How About Lumber? 

E HEAR A GREAT deal about 

lumber shortages these days 
which brings to mind the question 
asked by a well-known lumber manu- 
facturer recently: ‘What material 
used in house construction is plenti- 
ful?” Only cement was named. 
“Chances are lumber will come along 
at about the same rate and be ready 
at about the same time as other home 
building materials now in short sup- 
ply,” said the lumberman. “There is 
no reason why past achievements of 
the industry will not be repeated in 
the future.” 

x * * 


Bottlenecks 

ORD WAS FORCED to shut down 

when wheel makers went on a 
strike. The same thing can happen 
to home building. If a single essential 
item is missing, Jsresidential construc- 
tion stops, and home buyers are forced 
to wait until it is available. Remem- 
ber the school book story of “For 
want of a nail the shoe was lost,” or 
words to that effect. The entire con- 
struction industry—materials and men 
—must move up front in orderly forma- 
tion or there isn’t much doing for 
anybody. Was there ever a time when 
the need for coordination was greater 
than today? Or a time when there 
was less of it in evidence? 


* * * 
You’re never too old to sell. 
x * * 


Salute to Don Campbell 


E DOFF OUR HAT to Don, who 

has just resigned as chief of 
the distribution branch of the Lumber 
& Lumber Products Division of WPB. 
He didn’t have to take the beating 
that war imposes in holding down the 
important position he held. It would 
have been easy and far more comfort- 
able to remain in Lebanon, Kentucky. 
But he chose the hard way and came 
through with flying colors. The indus- 
try is fortunate. It should rise up 
en masse and salute a great guy who 
did a grand job. 


* * * 


Fair-Mindedness 
EORGE MILL, robust Milwaukee 
lumberman, passed the following 
along for other readers of the Clinic 
at a time when it is most appropriate 





to consider the crying need for more 
fair-mindedness. “The fair-minded man 
is never a snob. He exercises his 
right to choose his associates among 
those whose ideas and ideals are in 
sympathy with his own; but he does 
not assume that the rest of the world 
is wrong or inferior or foolish merely 
because it is not in agreement with 
him. Every man hears a different 
drum beat. The fair-minded man 
measures facts on honest scales and 
weighs folks as he finds them—not as 
he hopes they will be or think they 
ought to be.” 


Tonic ; 
F YOUR MERCHANDISE has lost 
its glamour, borrow a copy of the 
latest catalog of Montgomery Ward 
or Sears and read up on some of the 
things you have in stock. You'll be 
surprised how interesting it is! 


*x* %* 


They're Getting Better 
FRIEND of ours used to say the 
difference between Woolworth’s 
and a lumber yard is that Woolworth’s 
can display $2 worth of merchandise 
so that it looks like $200, while a 
lumber dealer takes $200 worth of 
building material and makes it look 
like $2. Mebbe so, but the times are 
changing fast as will be observed in 
many attractive building material es- 
tablishments that need not take a 
back seat for any other store in town. 


* * * 


The British Couldn't Take It 
T WAS NO SURPRISE to the Clinic 
to learn that the British had can- 
celled their lend-lease commitment for 
the undelivered portion of the 30,000 
prefabricated houses which have been 
discussed pro and con for the past 
year and parcelled out to plants in 
various parts of the country. After 
examining Washington’s plans and 
specifications (and learning of the 
refusal of the “experts” to listen to 
practical suggestions offered by e¢x- 
périenced prefabricators), we came to 
the conclusion that the whole project 
was one of the “cockeyedest” ideas 
ever conceived by the mind of man. 
A howl of protest came from the Brit- 
ish Isles when it was found what was 
being foisted on the war-torn country 
under the name of “housing.” Pre- 
fabrication, what crimes are com- 
mitted in thy name! 
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... eight sides that you will find in every _ the long run. Together these mean full 





Flintkote Product ... eight important value ...to you and your customers... 


reasons why Flintkote Building Mate- vitally important to lasting success in 


rials are more profitable to handle, in _ the busy days ahead. 





| — BUILDING 
THE FLINTKOTE COMPANY - 30 Rockefeller Plaza, New York 20, N. Y. MATERIALS 


Atlanta + Boston + Chicago Heights « Detroit « East Rutherford « Los Angeles « New Orleans « Waco * Washington 
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Western Wholesalers 
are Watching 
Conditions Closely 


The supply situation on Western. 


woods continues difficult. Only a 
trickle of additional manpower 
has flowed back to the mills as 
yet and inventories are practically 
non-existent. Many mills are still 
cutting for priorities. 


The best we can tell you this 
week is that the Western Whole- 
salers on this page are anxious to 
serve their customers — and as 
soon as they can get increased 
supplies for shipment, you may be 
sure they will be right on the job 
—but it looks like it might be a 





few weeks yet before things 
would ease appreciably. 
CARL SODERBERG ST: 
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PACIFIC LUMBER & SHIPPING CO. 
White Bidg., Seattle 1, Wash. 


Piling, Round Timbers and Lumber. 








Morrill & Sturgeon MORSTURG 


Lumber Co. 


Yeon Bldg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
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Home Modernization Book 
Designed to create interest in home 
modernization and at the same time 
direct prospects to the lumber dealer 
for “one stop” service on such proj- 
ects, is the new, up-to-the-minute 








35 Ways to 
MODERNIZE YOUR 

















booklet 38 Ways to Modernize Your 
Home, published by the AMERICAN 
LUMBERMAN. In it are plans for re- 
modeling exteriors, plus all the rooms 
in the home with ideas for living 
rooms, bedrooms, unused attic and 
basement space, and kitchens.  In- 
cluded are check lists for the home 
owner, reminders of what he should 
do to bring his home up to date. At 
the same time that it will pull sales 
into the lumber dealer’s store, it 
will suggest ideas to him to pass 
on to his customers. These booklets 
may be obtained from the AMERICAN 
LUMBERMAN in quantities of 100 or 
more at 15 cents each with a three- 
line imprint of the firm name on 
the back cover; in quantities of 100 
or more without the imprint for 12 
cents; and a sample copy will be 
mailed to any lumber dealer for 25 
cents. 


Fire Resistant Plastic 92912 

A new flame resistant Thalid impres- 
sion molding resin has been announced 
by the Plastic Division of Monsanto 
Chemical company. It is handled the 
same way as previous impression mold- 
ing resins and can be used for tables 
and cabinets, shipping crates and 
boxes, one-unit wall panels, etc. For 
more detailed information check num- 
ber 92912. 


Home Heating Booklets 92907 

How home owners and operators 
can get the most out of their fuels, 
and what home planners should know 
about fuels is told in an 8-page non- 
technical circular issued by the Small 
Homes Council, University of Illinois. 
It tells about hand-fired heating plants, 
stokers, gas heating and oil burners, 
and has a table for comparing fuel 
costs at local prices in any community. 
Other circulars dealing with home 
heating explain how seven different 
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heating systems work and the opera- 
tion, problems, advantages and dis- 
advantages of each; how storm win- 


dows will save 20 percent of fuel; 


and one called Solar Orientation, dis- 


cusses how to take advantage of sun 
heat and light. To receive copies of 
these booklets check number 92907. 


Anniversary Booklet 92903 

To celebrate its 25th anniversary, 
the Macklanburg-Duncan company has 
published a brochure describing the 
company and its products. It is pro- 
fusely illustrated with pictures of the 
buildings, the people who comprise the 
organization, as well as of the actual 
manufacturing processes. Included is 
a brief history of the company and 
the people who were responsible for 
its organization and development. For 
a copy of this booklet check number 
92903. 


Retail Directory 


The newest edition of the directory 
of Wisconsin and Upper Michigan re- 
tail lumber dealers, corrected to Sept., 
1945, is now ready for distribution. 
It contains names and addresses of 
all retail yards in these two loca- 
tions, pointing out the changes from 
the previous edition. Copies are $2.00 
apiece and may be obtained from the 
Wisconsin Retail Lumbermens asso- 
ciation, 501 Milwauke Gas Co. Build- 
ing, Milwaukee 2, Wis. 


Steel Boiler Code 92911 

A code for rating and testing oilfired 
residential steel boilers and for rating 
commercial boilers has been issued by 
Steel Boiler institute. This will re- 
place the code originally adopted in 
1929. A section of the new code sets 
up the test procedure for residential 
steel boilers and the calculations for 
oilfired test items. For a copy of the 
code check number 92911. 


Resin Bulletins 92914 


These two bulletins published by 
Durite Plastics discuss bonding with 
Durite 3026, a resorcinol resin glue 
setting a room temperature. One 
bulletin expressly deals with wood and 
plywood bonds and the second gives 
data on the bonding of vulcanized fibre, 
asbestos and hard rubber surfaces. 
Included are items on storage, spread- 
ing, assembly time, pressure require- 
ments, pressure period and precautions. 
For a copy of these bulletins check 
number 92914. 


Plastics Classification 92901 

Culminating over two years of con- 
centrated effort on the part of tech- 
nicians in the plastics industry, the 
Society of the Plastics Industry, Inc., 
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WHOLESALE DISTRIBUTOR 
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A VICTORY 
MESSAGE 


of to Dealers and Builders 


Western Pines are back from War and on their 
way to you again. Government restrictions on 
Western Pines have been lifted. With few excep- 
tions, such as rated military orders, shipments are 
now moving through normal dealer and industrial 
channels. The military needs for Western Pines 
will continue but to a lesser degree. 


West Coast Lumber 


and 


Western Pine mills wish it were possible to prom- 
ise every dealer immediate delivery of his orders, 
but obviously that is impossible and they bespeak 
your patience and understanding. For although 
they have no reconversion problems : 


Lumber Products 


1 Mill stocks are at their lowest in 


SPECIALIZING IN history. 


PONDEROSA PINE 


2 The industry is entering the period 
of lower production due to the ap- 
proaching winter season. 


There is still a general shortage of 
labor in the woods and mills. 


@ LUMBER 
@ MILLWORK 


Many mills require new machinery 
and repairs before they can return 
to normal production. 

@ MOULDINGS 
There will continue to be delays in 
shipments due to the strain on 
transportation facilities because of 


military needs. 


® BOX SHOOK 


So with dealer stocks at the vanishing point it 
will take time—many months—before they reach 
normal. 


TO sage 


But the future is bright for all of us and the 
Western Pine industry pledges you this — that 
Idaho White Pine, Ponderosa Pine and Sugar 
Pine are coming to you again — the same fine, 
versatile, carefully graded, precisely manufactured 
woods that you have known and depended on for 
decades. 


¢0.J.Silhernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago, Ill. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you oan furnish any of the fellow- 
herg (or anything else) write or wire me. 


1 or more cars 4/4’ & thicker, but 
mostly 4/4’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating. etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 











SUGAR & WESTERN 
> PINE AGENCY 


1 @)) RECO), 1 Sh aa 
SAN FRANCISCO, CALIFORNIA 


GS LJ GA K Pattern Lumber 


Selects and 
Shop 


California Ponderosa Pine 
Mouldings and Cut Stock 











CARR 
Lumber Company 
Manufacturers of 
“BILTMORE” 
FLOORING 
“BILTMORE” 
HARDWOODS 


Plain and Quartered 
Oak —Soft Yellow Pop- 
lar — Basswood, Chest- 
mut, etc. 





Pisgah Forest, N.C. 














Douglas Fir 


Timbers, Dimension 
and Boards. 
Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 
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has just issued a classification of 
plastics molding materials. It is 
aimed to provide data comparable to 
that which has been available to those 
using wood, metals and other mate- 
rials in their operations. It presents 
in chart form an authentic guide to 
the various properties of plastics 
molding materials as established by 
the material makers and molders. For 
a copy of the classification chart and 
explanation check number 92901. 


Cross-Circulation 

Drying Plants 92908 
For buyers and users of kiln-dried 

lumber, the Moore Dry Kiln company 

has published a brochure giving the 










A Vateadle List of Lomber asd 
Veneer Plants Equipped with 
Moore Cross-Cireslation Bryers 


complete list of plants operating 
Moore cross-circulation dryers and 
Moore cross-circulation veneer dryers. 
The companies are listed by state and 
then alphabetically by name for easy 
reference. For a copy of this brochure 
check number 92908. 


Radient Heating Bulletin 


A study of Radient baseboard heat- 
ing in the I-B-R Research Home is 
presented in a bulletin issued by the 
University of Illinois. It includes a 
description of the equipment, the test 
procedure used, and results including 
room temperature differentials, wall 
surface temperatures, operation at 
night, fuel consumption and cleanli- 
ness of operation. The bulletin is 
available for 35 cents from the Univer- 
sity of Illinois, Urbana, III. 


Roofing Manual 


Containing practical and helpful 
data, this roofing manual is published 
by American Roofer. It contains sec- 
tions on roofing materials, tools and 
equipment, miscellaneous accessories, 
built-up roof application, steep roof 
application, siding application, water- 
proofing, insulation, specifications, fire 
classifications, estimating and advertis- 
ing and selling. Priced at $2.00 this 
manual is available from the American 
Roofer, 425 Fourth avenue, New 

York 16, N. Y. 





Built-In Radio 92905 


A new type of radio designed spe- 
cifically for built-in installations has 
been announced by the Ansley Radio 
corporation. Known as the Panel- 
tone, the new radio is built on a heavy 
steel panel and requires only 4% 
inches of depth. Two models are of- 
fered; a seven tube set on a 14x14 
inch panel, and a seventeen tube de 
luxe model giving both FM and reg- 
ular broadcast reception and requir- 
ing only 14x26 inches. Home owners 
will find it ideal for use ir bed- 
rooms, kitchens or playrooms where a 
radio is wanted without an additional 
piece of furniture. For further in- 
formation check number 92905. 


Acid-Resistant Wood 92904 


Structures exposed to rapid deteri- 
oration by contact with acid solu- 
tions or fumes:can be made acid-re- 
sistant through use of Asidbar, a 
plastic-impregnated wood developed 
by Koppers Wood Preserving Tech- 
nical department. The acid resistant 
wood is said to be sound and firm 
after 18 months service, subjected to 
a 10 to 15 percent sulfuric acid at 
temperatures of 180° F. Asidbar can 
be used for flooring and other con- 
struction, and can be installed with 
ordinary wood tools. For further in- 
formation check number 92904. 


Skid-Rol Dollies 92906 


Obtainable in pairs, Skid-Rols are 
simple, low-cost dollies for shifting 
machines, boxes, dies, heavy objects, 
etc. Sturdy steel cleats imbed into 
the wood skids and carry the load 
only a few inches from the floor with 
greater safety and ease. Load can 
be rolled from place to place over all 





types of hard floors or pavements, 
plus acting as a turn-table. Each 
dolly is 18%x101%%4x4 inches high. If 
inverted they can be used for stand- 
ing dollies for moving beams, ete. 
For more complete details check num- 
ber 92906. 


Model Kitchen Booklet 


Youngstown Kitchens, has found an 
inexpensive way to enable thousands 
of customers to design their own 
kitchens in miniature with its new 
Min-A-Kit Book, a 20-page publication 
containing 46 models. The booklet, 
filled with information on kitchen 
planning, is printed on heavy tab and 
contains models of cabinet sinks, base 
and wall cabinets, stoves and refrig- 
erators. Kitchen planners cut out the 
models, assemble them into life-like 
dummies, use the cover of the book to 
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Logs from 32 to 40 feet in 
length enter the mill where 
they are cut to lengths re- 
quired by current orders and 
stock conditions, which en- 
ables us to give our custom- 
ers the lengths they want 
when they want them. 


More than fifty years ago the 
J. Neils Lumber Company 
established high standards of 
service and quality. These 





standards have been main- 
tained — well manufactured 
lumber, thoroughly kiln 
dried, carefully and uniform- 










ly graded. 











No. 27 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association Libby, Montana 





NEED KD DIMENSION STOCK? 


NORTH CAROLINA Phone 8l 15 | 
L.N. BAGNAL 


@ WINSTON-SALEM 








Now that peace is restored, we have some added sources of supply which we To Mills: 
can recommend and which we're expecting to become increasingly active. ° 

Accordingly, we're able to place some additional business, particularly for KD Our business is growing 
Finished or Semi-finished Hardwood or Pine Dimension Siech-—alee limited amounts 


; constantly and_ reliable 
of Gum, Oak, Mahogany, Maple and Douglas Fir Panels. shippers ews depend- 


While the above are our specialties, we're placing a growing amount of com- bl A 
mission business in Southern Pine, Western Pine, Spruce and Douglas Fir. Ce Pe ee 
sentation in our territory 


Buyers looking ahead should contact oie intied 06 canine 


us now on their future requirements. 


Ba ee a 


P. O. BOX 737 WINSTON-SALEM I, N. C. 





September 29, 1945, AMERICAN LUMBERMAN 








FALL IS REPAIR TIME! 


ABESTO LIQUID AND 
ABESTO FIBERATED 
FOR RE-COAT WORK. 


ABESTO PLASTIC AND 
ABESTOSEMI-PLASTIC 
FOR PATCHING. 


Check Your Stock Today! 


ABESTO MFG. CO. 


Dept. 25 Michigan City, Indiana 











(HERE'S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 


WiLL NOT SHRINK use. Will not shrink. 











STICKS AND STAYS pify 
ll 
a 


Sticks and stays put. 


Your jobber 

can give im- 
mediate deliv- 

ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


- 


The PLASTIC Repair Material 
in POWDER Form 





Loose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, II1.. 














form the kitchen walls and design 
kitchens of any size and style. To 
receive this book send 10 cents to the 
Mullins Manufacturing corporation, 
Warren, Ohio. 


Color Cards 92909 


Postwar color cards for all major 
lines of the O’Brien Varnish Company 
are now available for inspection by 
dealers. Many of the colors shown in 
these lines are not, of course, being 
manufactured at the present time, but 
will be produced as soon as man- 
power and material shortages permit. 
It is believed that the lines shown will 
offer the best possible combination 
of attractiveness and inventory effi- 
ciency. For a complete set of these 
color cards check number 92909. 


Home Financing Guide 92913 

A home financing sales guide that 
will answer all questions asked by 
home-building prospects has been pub- 
lished by the Guardian company. It 
includes procedures to follow for pros- 
pects interested in home financing, 
schedule of approximate monthly pay- 
ments on insured mortgage loans, the 
exhibits required with FHA applica- 
tions, and questions and answers about 
home loans under the Servicemen’s 
Readjustment Act. For a copy of this 
guide check number 92913. 


Builders’ Hardware 92910 


A line of builders finish hardware 
has been added to the products made 
by Clayton & Lambert Manufacturing 
company, including exit devices, sash 
centers, push and pull bars, kick 
plates and associated items. Many 
new designs are under consideration. 
Other products now being maufactured 
by the company are _ prefabricated 
farm structures, furnace and air condi- 
tioning pipes, ducts and fittings. For 
more complete details about these 
products check number 92910. 


Steel Stools 92902 


Steel stools, available in five heights 
and 40 models, which have a diversity 
of industrial and commercial uses, 
are now being marketed by Lyon 
Metal Products, Inc. The 26 inch 
stool, equipped with an adjustable 
back and pressed wood seat, over 
steel, and steel feet is priced at $2.40. 
Features include all-welded, non-break- 
able construction, 14-inch wide seat, 
strong channel brace and steel glide 
type feet. For further information 
check number 92902. 


Home Wiring Handbook 


To simplify planning of modern 
wiring systems for homes within the 
popular price range, a new Home 
Wiring Handbook for architects, 
buildings, wiring contractors, etc., has 
been announced by Westinghouse 
Electric corporation. More than 150 
diagrams and illustrations are in- 
cluded and it will be kept up to date 
with revision sheets mailed to pur- 
chasers. It is wire bound in a handy 
5% x 8 inch size. The handbook 
(B-3510) is available at a cost of 
$1.00 from the Industrial Relations 
Department, Westinghouse Electric 
Corporation, 306 Fourth Avenue, 
Pittsburgh 30, Pa. 


I-B-R Testing Code 


Coincident with the lifting of all re- 
strictions on the manufacture of heat- 
ing equipment this code was published 
for low pressure heating boilers. The 
code is divided into four parts: rating 
of boilers, testing and hand-fired boil- 
ers; testing of oil-fired boilers; proce- 
dure for obtaining I-B-R ratings. Copies 
of the code are available at $1.00 each 
from the Plumbing and Heating In- 
dustries Bureau, 35 E. Wacker drive, 
Chicago 1, Il. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


92901 92902 


92906 92907 


92911 92912 


92904 92905 


92909 92910 


92914 
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Master Mechanics ;o0, 


*This is one of a number of very fine Superkleen brushes 






e ("i Chiseled edge 






. cuts clean! Paints the sash and not 
the glass. 


for master mechanics . . . built for pre- 
cision work. 


100%, pure bristle 





. we unhesitatingly recommend this 


k Bristles firmly embedded in Sto-set 


. exclusive Devoe setting compound, 
holds bristles in vise-like grip. 


The long, unfinished ‘‘non-slip’’ handle, 


as originally introduced by Devoe. 


191 years of paint experience applied to 
I- brushes—True enough, the specifica- 
tions are inviting. . but don't overlook 
h the intangible advantage of 191 years of 
“know how’ . . Superkleen Brushes 
are designed by Devoe to accentuate 
the good qualities of paint, and to com- 


plement the skill of the master painter. 


ANOTHER 


DEVOE 


PRODUCT 


SUPERBLEEN 
BRUSHES 


DEVOE & RAYNOLDS CcO., Inc. 


Brush Division 


PRINCETON, INDIANA 





Write today 
for complete 
information 
about prices 


and profits 
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3 REASONS WHY 
ARM-GLAZE 


ENDS SASH RECONDITIONING! 


IT’S ELASTIC! Arm- 
Glaze retains its elas- 
ticity, never gets rock 
hard—“gives” with ex- 
pansion and contrac- 
tion. When Arm-Glaze 
is used cracking and 
other faults common 
to ordinary putty are 
eliminated. 





IT SEALS PER- 
FECTLY! Arm-Glaze 
seals right, when ap- 
plied. It absorbs shocks 


and holds a_ perfect 
bond under all service 
conditions. 


IT SPEEDS UP 
WORK ALL ALONG 
THE LINE! The 
same day Arm-Glaze 
is applied sash can be 
shipped — saving time 
and space and speed- 
ing up work all along 
the line. No ordinary 
putty can come even 
close to Arm-Glaze for 
general all around 
four-star performance 
in all wood sash. 





ARM -GLAZE 


ends sash reconditioning once 
and for all. Arm-Glaze is made 
to the exclusive Armstrong for- 
mula from finest quality mate- 
rials — your assurance of perfect 
glazing, free of complaints and 
reconditioning costs. 





Ya THE 


~ ARMSTRONG 


COMPANY 


241 So. Post Ave. 
Detroit 


4065 So. LaSalle St. 
Chicago 


319 So. Crowdus St. 
Dallas 


WAS KMIN GION 





L-41 Retires Into War History -- 
OWMR Program Under Fire 


ONSTRUCTION LIMITATION 
C ORDER L-41 will be. lifted, on 
October 15. This is no surprise, of 
course, for everybody knew the action 
was coming. 

The industry is glad to be rid of the 
old regulation. It was useful, if often 
troublesome, during the war; and as a 
matter of fact the leaders of this in- 
dustry haven’t been too much worried 
about it since the war closed. Its 
purpose was to limit construction in 
two ways; first, to the kind of projects 
most useful in the war effort, and, 
second, to the volume of construction 
that could be built with the available 
materials. The WPB and the industry 
have worked together in reasonable 
harmony; and lumbermen were sure 
the agency would lift L-41 before it 
got in the way of postwar building. 

The industry’s one fear was that 
L-41 might get tangled in the contro- 
versy over price regulation and that it 
might be continued by the OWMR as 
part of a long-range system of post- 
war economic planning. This particu- 
lar fear, which didn’t scare many 
lumbermen, has been removed. L-41 
retires into war history. 

But this hasn’t saved us from a 
price-control fight. In fact the rumpus 
gets hotter by the minute and probably 
will have to be taken to Congress for 
settlement. It appears that these 
pricing matters, both of building mate- 
rials and of completed houses, are the 
most important factors now being con- 
sidered in Washington; so far as the 
lumber industry is concerned. . . If 
the Calendar repeats earlier state- 
ments it’s because we’re trying to tell 
a reasonably complete story. 


Construction Pricing 


OPA is due to expire, by statutory 
limitations, next June. We’re told its 
life will not be extended and that any 
price controls in effect on the expira- 
tion date will be transferred to: other 
agencies. 

Mr. Bowles indicates that the OPA 
will continue only those prices having 
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to do with materials in short supply 
and heavy demand; that as soon as 
supply catches up with demand the 
price regulations will be lifted. Inci- 
dentally, if this is true, it indicates 
no desire to manage the U. S. econ- 
omy; at least as management is under- 
stood in Europe. Often, in the long 
history of Europe, governments have 
forced their people to change their 
ways of living by making certain com- 
modities hard to get and others easy. 
OPA, it seems, doesn’t propose to do 
anything of the sort. Customers may 
decide whether to buy plows or motor 
cars; and the agency will do no more 
than keep prices in line until supplies 
are large enough to balance the mar- 
ket without help. The OPA may be 
challenged on matters of judgment 
without being challenged on matters of 
general purpose. 

The agency long since made clear 
its purpose to continue price ceilings 
on building materials; on the theory 
that supply would not catch up with 
demand for some months and possibly 
not for some years. Maybe we didn’t 
take Mr. Bowles seriously enough. 
Because the agency didn’t have much 
time left, the industry guessed the 
Administrator would fight a perfunc- 
tory rear-guard action and then return 
to private business. It’s clear enough 
that he does want to get back into 
private business. But it seems we 
didn’t guess too accurately. 

Mr. Bowles, as you know, wanted 
L-41 continued; and for two reasons. 
First, if John Citizen couldn’t get per- 
mission to build himself a big house, 
he wouldn’t be tempted to go crafty 
about building materials. The con- 
struction limitation order was an 
artificial way of bringing supply and 
demand into balance; and this would 
take much of the heat off the pricing 
regulation. 
Well, it’s pretty hard to conceal a new 
house; even harder than concealing a 
horse in a city street. It’s much 
easier, if you have the lawful right to 
build a house, to conceal the use of 
black-market materials in its construc- 


Why do it that way?’ 


tion. Construction limitations would 
strengthen the pricing regulations. 
Second, the WPB order had a price 
limitation on the cost of new houses; 
and this limitation goes out with the 
rest of L-41 on October 15. Well, 
Mr. Bowles has a very large fear that 
whatever building materials are avail- 
able will be attracted into large houses, 
if there is no limitation on size; that 
it'll work this way even if black-mar- 
ket sales are not involved. A _ con- 
tractor would rather build one $50,000 
house (we’re quoting a columnist in 
this morning’s paper) than to build 
ten $5,000 houses. If so, the middle 
and lower income groups may go with- 
out houses for months and even years. 


Publicity Campaign 

No need to go over these OPA argu- 
ments. You know what they are. You 
couldn’t avoid knowing; for there are 
few if any other matters of domestic 
policy that have been getting such 
gales of front-page newspaper space. 
Mr. Bowles led off with a feature 
article in the Saturday Evening Post, 
which appeared at the time the big 
story broke in Washington. 

The Washington story had a couple 
of parts. Nobody liked all of it, and 
nobody except the WPB seemed dis- 
posed to accept it as an accomplished 
fact and let it alone. The first, of 
course, was the lifting of L-41. That 
suited the industry. We'd expected it 
and, as mentioned above, were rather 
glad about having it out of the way. 
It suited the WPB pretty well, since 
this agency has long wanted to get out 
of business as soon as possible. It 
didn’t suit the OPA at all. 

The second part of the story was 
the OWMR program. When the WPB 
announced the end of L-41, John W. 
Snyder, Director of War Mobilization 
and Reconversion, announced a six- 
point program “to speed expansion of 
the construction industry.” The indus- 
try seemed willing to accept about 
four of the six points. 

The four acceptable points include 
(a) interagency action to increase the 
supply of scarce building materials by 
granting, when necessary, price and 
wage increases and priorities to break 
bottlenecks; (b) strengthening of 
WPB inventory controls to prevent 
hoarding of building materials; (c) 
discouragement of excessive and un- 


AMERICAN LUMBERMAN, September 29, 1945 











Electroute 


MOISTURE 
REGISTER 


with [YEW K-2 ELECTRODE 


Tests flat, irregular and curved surfaced 
materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 

Each button of the electrode is individually spring-cushioned 
to allow maintenance of contact regardless of contour — no 
points to break off or injure surface It is completely portable, 
and can be operated by anyone. 
The same exacting scientific research and Precise engineering 
development that have made L-2 (lumber) and V-2 (veneer) 
models of Moisture Register the standard in their fields make 
the new model K-2 an accurate, dependable addition to this 
famous line. Write today for complete information, specify- 








ing type of material and per cent range 
of moisture content you wish to test.— 
Moisture Register Co., Dept. A, 133 North 
Garfield Avenue, Alhambra, California. 


Direct yeading 
dial shows mois- 
ture content of: 


Paper in Stacks 
or Rolls 
Cloth in Bolts 


Plaster ELECTRONIC 








+ + « Gnd many TT 3 
| The 


other materials 
Standard in 
MOISTURE TESTING FOR ALL INDUSTRIES 








HEADQUARTERS 
FOR HARDWOODS 


The Atlantic Lumber Ce: 


1055 Seneca St. Buffalo 
88 Broad St Boston. 











Frick No. O Sawmill (next to the 
Smallest Size) Averages 20,000 
Bd. Ft. of Lumber per 8-hr. Day 


North Roswell, Ga., 


April 4, 1945 
Frick Company 


Gentlemen: 


We have been using Frick sawmills, edgers, steam engines 
and other Frick equipment for twelve years and we have found 
them more satisfactory than any other make. We get more capa- 
city at less cost with Frick equipment. 


Through experience we have learned Frick machinery has 
longer life and is more dependable when the going gets tough. 


In 1942 we purchased one of your CUA MM Twin City en- 
gines in order to cut small tracts of timber with your number 0 
sawmill and edger. This motor did so well we used it for large 
tracts and replaced our steam engine. This year we purchased 
another CUA to pull another mill, but due to shortage of labor 
put our number 0 mill down permanently and hooked both CUA 
engines to sawmill equipment and we cut an average of 20,000 
feet in an 8-hour day with general run of logs. 


In this manner we have speeded up production with little 
additional help and it makes a very economical operation. Both 
engines use about % more fuel (no more) than one did in 
operating alone, or less than three gallons of distillate fuel per 
thousand feet cut. Might state that the one purchased in 1942 
has been running every day that the weather permitted and 
thus far we have replaced spark plugs and manifold gaskets 
only. 


To cut good merchantable lumber at less cost we can recom- 
mend your equipment most highly. 


W. L. EVANS & SON 
Frick Catalog 75 tells why these sawmills give 


such results. Ask for your copy today: the near- 
est Frick Branch or Dealer can supply you. 


FRICK CO., Waynesboro, Penna. 


Photos Show Frick O Mill of W. L. Evans & Son at Work 











sound lending on mortgages; and (d) 
the calling in of representatives of 
industry groups—real estate, building 
supplies, and construction—to plan 
voluntary programs to increase the 
production of needed materials and 
facilities. 

About the other two the industry 
isn’t so happy. Number 6 on the 
OWMR list is as follows: “The Na- 
tional Housing agency in conjunction 
with industry representatives will 
provide an information and advisory 
service on home values available to 
any prospective homebuyer regardless 
of whether federal assistance in financ- 
ing is involved.” It may be all right; 
but Washington leaders of the retail 
industry take a dim view of the advice 


the NHA is likely to give a-home- 
owner candidate about private-indus- 
try home construction. That agency 
has the fixed opinion, it would seem, 
that such construction is always too 
expensive. But of course that’s merely 
apprehension. It’s Number 3 that 
really gets the boys down. 

Number 3 is like this: “The Office 
of Price Administration will strengthen 
price control of building materials to 
counteract inflationary pressure.” 

That’s where you get the works. 
Maybe it’s all right; but it’s a pretty 
wide door, and a lot of things could go 
through it. 

Pressure on the Hill 

Mr. Bowles has announced that he 

will go to Congress at once and ask 





A Tree Grows 
in Texas 


Yes, many trees grow there, espe- 
cially along the eastern coastal re- 
gion. There is an abundance of 
rainfall, a fact which the Weather 
Department's records verify. There 
is much sunshine too, as many of 
the boys will tell you who did their 
stint of training in Texas army 
camps. To these facts, add the suit- 
ability of the soil for tree growing, 
and you will agree that this is a sec- 
tion of the country well suited for the 


production of timber as a crop. 


These are not new facts to the 


get good lumber, KIRBY lumber. 


KIRB 


Yellow Pine 


KIRBY BUILDING 








Kirby organization, because for a long period of time selective cutting has 
been practiced over an area of more than a hundred miles of Texas forest 
land. Sustained yield, or the balance between the cut and growth, has 


long been the goal of Kirby foresters. 


The war effort has not depleted the forest reserve in the Southland. There 
is raw material in abundance for the future needs of lumber users. Kirby 


planning has made it possible to assure the next generation that it too can 


CORPORATION 





LUMBER 


Southern Hardwoods 
"A Wood for Every Purpose" 
HOUSTON, TEXAS 











for legislated authority to put ceiling 
prices on both new and old houses. 
In part this is to take the place of 
the L-41 limitation on the cost of new 
houses; a provision that goes out of 
operation on the 15th of October. 

The OPA it seems never had the 
authority to price real estate; though 
it has experimented with various ideas 
and run-arounds on the subject. It 
will ask for this authority. And be- 
cause Congress is reluctant about 
granting any more restrictive rights to 
war-time agencies, the OPA is not too 
sure of the outcome. 

This, it would seem, explains the 
really tremendous publicity campaign 
that has covered the country. Few 
old-timers among news men have seen 
anything like it. It has hit the front 
pages from Portland to Portland and 
from the Red River of the North to the 
Red River of the South. 

Mr. Bowles article in the Post is 
called, “Let’s Have a Building Boom 
That Won’t Bust.” And this pretty 
well describes the color and tone of 
the whole campaign. “In my opinion,” 
says Mr. Bowles in a press release, “we 
face a highly explosive situation in the 
whole field of home building, home 
ownership, and rent control.” He 
makes the assertion that unless prices 
are controlled in all these areas there 
will be a repetition of the “boom-and- 
bust” experience “which helped to 
bring on the collapse of 1929.” 

Residential construction, so the Ad- 
ministrator says, together with allied 
industries, should provide four and a 
half million jobs. But even in 1939 
many prices in the building industry 
were too high for volume home con- 
struction; and since that time the cost 
of building materials has risen about 
30 percent. No need to add to these 
samples. It’s not hard to understand 
why newspapers put the stories on the 
front page; for home-building, in these 
days, is definitely feature stuff, and a 
scare about it is “must” news. 

OPA Program 

There are four points in the Bowles 
policy. Rent controls through June of 
’°46. Tightened controls over building 
material prices, set up on an area 
basis. Rigid enforcement of price 
orders. Control over the sales prices 
of both new and old houses. 

It is this program which the OPA 
proposes to put into effect. And to 
manage part of it, especially the sales 
prices on houses, the agency must 20 
to Congress for additional authority. 
This presumably is back of the storm 
of publicity that sweeps the country. 
It is a softening-up process. 

It’s not safe to laugh this effort off 
or to rely upon the known reluctance 
of Congress to tighten up on regula- 
tions. In fact the industry could win 
its battle in Congress and lose it terri- 
bly with the country. Like this: The 
OPA statements are storming from 
Coast to Coast. Suppose the general 
run of voters are not actually inspired 
to telegraph their Congressmen, as 
they probably will not. But suppose, 
for any reason at all, that this OPA 
authority’ is not granted; but that 
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DIRECT From 
Our Own Mills 
WITH 
Soft-Textured Northern California 
PONDEROSA 
PINE 


and Special 
Pine Products 






WE MANUFACTURE 
and SPECIALIZE IN 


CUT STOCK 
GLUED-UP STOCK 
SHOOK 
MOULDINGS 
LADDER STOCK 
(rough and run to 
pattern)—IN FACT, 
ANYTHING MADE 
FROM WESTERN 
LUMBER. 


Remember, too, WE 
WHOLESALE 
Douglas Fir, Sitka 
Spruce, Ponderosa 
Pine, and Port Or- 

ford Cedar. 


Address all correspondence 
to our Kansas City offices. 


LjehL SmiteLunberla 


Manvfacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass’n., Ponderosa Pine Woodwork, 
National-American Wholesale Lumber Ass'n 


WEST COAST OFFICE: 908 PORTER BUILDING © PORTLAND 4, OREGON 






























































If security and utility were the only 
requisites, a home owner might select 
the “first offered” design of quality 
brass or bronze hardware. 

But that is not enough for the home 
he hopes to point to with pride. 

Not if he agrees with the belief of 
most architects who consider hard- 
ware as a part of the design of any 
building. And, certainly not after he 
has seen the charm which authentic 
Russwin period designs add to any 
door. 

An interesting booklet showing out- 
standing designs is available from 
Russell & Erwin Mfg. Co., New 


Britain, Connecticut. 


—$_——————— 


SINCE 1839 
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DISTINCTIVE HARDWARE 
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READY TO SUPPLY YOU 
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This hangar isn’t going to burn down. 
It is constructed of wood that has been 
pressure-treated with Minalith* fire re- 
tardant, making it flameproof. That's good 
going wherever the hazard of fire exists. 


THE NAVY USED A LOT 


i, 


Blimp hangars, ware- 
houses and other 
buildings all over the 
world were given this 
same kind of protec- 
tion. It has paid dividends in greatly 
reduced fire losses. Peacetime builders 
can profit similarly. 









WOOD'S ADVANTAGES RETAINED 


Wood buildings go 
up easily and fast. 
Construction has 
high strength with 
light weight, re- 
silience, excellent 
insulating value. 
Minalith-treated wood will become in- 
creasingly available as demands for 
war slack off. 








CREOSOTING 


*Registered FLAMEPROOFING 


trademark 
WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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next year or the year after there is publicity campaign is the impression 












































































































































a building boom and bust. This pub- it creates about the lumber and build- 
licity will then be remembered. And ing industry; the impression that the 
then who will get the blame from the industry wants all regulations re- 
public? That’s right. You need only moved, right now. 
one guess. No use trying to say exactly what 
The Retail Program all retailers want. They don’t agree. 
The answer to this one is not to But here, in a rough way, is what a 
turn tail and to leave the field to the number of Washington leaders of the 
OPA theories of the coming construc- industry are saying: 
tion era. In fact there’s no need to In the first place they don’t want 
get hot about the OPA suggestions. the price regulations lifted until 
The industry can accept part of the they’re sure that supply and demand 
OWMR suggestions; and it can go part are reasonably in balance. Then what’s 
way, not too far, sure enough, with the the shooting for? That’s easy. The 
OPA. retailers want to keep the pricing rules 
The unfortunate part of the OPA that are now in effect. Sure enough, 


































































































































































































Wisconsin Lumber Yard Reduces 
Steam & Fuel Costs, Increases 
Production By Converting To 
Moore Cross-Circulation System 

















Standard Lumber Yards, Inc., Green Bay, Wis., estimates 
that by converting old-type “hand-operated” kiln to Moore 
Cross-Circulation System, steam and fuel costs have been 


reduced more than 50%, while production has been increased 
70%. 


This Moore Automatically Controlled Kiln seasons fir and 
other West Coast woods, enabling Standard Lumber Yards 
to better meet the demand for properly seasoned lumber. 


















































Our 66 years’ experience in seasoning all forest products 
is available to you in solving your drying problem. Write 
today for information. 


























If you are interested in kiln drying 

and wish to be placed on our mail- MOORE DRY KILN COMPANY 

ing list, send us your name and Largest Manufacturers of Dry Kilns and Veneer Dryers 

name of the firm with which you JACKSONVILLE 1, FLORIDA 

are connected. VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 






























































MOORE a KILNS 










































some of the schedules are pretty 
clumsy. They’re off the beam. They 
cause some hardship. But in the main 
the bugs have been fairly well chased 
out of these regulations. The pricing 
schedules will work; at least after a 
fashion. 

But what about the proposals of the 
OPA? All this eloquence of the pub- 
licity campaign is getting directed at 
a new pricing system; one that seems 
still to be on the drawing board. True, 
it’s supposed to have been in operation 
in selected spots in the Middle West 
for three or four months; but no one 
can find out much about it. All we 
know is that the new system, being 
excessively exacting, has to be set up 
to fit local conditions; fitted to differ- 
ences in freight rates, wage scales, 
pricing habits and so on. 

Washington leaders are convinced 
the method couldn’t be worked out on 
a practical operating scale in less than 
a couple or three years. 

These leaders also believe’ that 
within six months the supply of build- 
ing materials will have increased to 
the point where but little if any for- 
mal regulation will be needed to keep 
prices in line. This is a guess; so 
these men suggest that the present 
regulations be kept, as long as any 
regulations are needed. 

About lumber, for example. Inven- 
tories in mills and concentration 
yards, wholesale and retail yards at 
the beginning of the war were approxi- 
mately 18 billion feet. At present this 
total is supposed to be five and a half 
billion feet. Government officials are 
inclined to think that when the total 
reserve inventory reaches eight billion 
feet it’ll be safe to remove price con- 
trols; and they expect the inventory to 
reach those figures in March or April 
of next year. 

Responsible industry men are not 
asking to have all controls junked; 
not until it’s clear they’re no longer 
needed. They have no more appetite 
for boom and bust than Mr. Bowles 
has. Possibly they know quite as much 
about the probable trend and sweep 
of the market as any persons do. This 
page doesn’t think Mr. Bowles has 
deliberately misrepresented the retail 
attitude and position. He’s deeply and 
genuinely concerned about construction 
as a source of jobs and of economic 
stability. 

But don’t ignore or underestimate 
the power and the public effect of this 
propaganda storm. Plenty of you men 
can make the best possible use of your 
local advertising this winter in setting 
your communities straight on this con- 
struction pattern. You’ve been called 
names; not by the OPA men, sure 
enough, but by daily press writers of 
news stories, by columnists and by 
editorial writers. Don’t ignore these 
things. No, we’re not suggesting that 
you call the writers equally unsavory 
names. But you can tell your com- 
munities a truthful and informative 
story about frame construction. It’s 
a good chance for some co-operative 
winter advertising by all the dealers 
in the town or the area. 
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Available Lumber Now Flows 
Freely Through All 
Distribution Channels 

Lumber will flow without distribu- 
tion controls starting Monday, Octo- 
ber 1, for the first time since May, 
1942, when L-121 was invoked as the 
original wartime freeze on what 
turned out to be one of the battle’s 
most critical materials. In spite of 
practically a free flow for the past 
month, however, very small quantities 
of lumber have thus far found their 
way into retail stocks. Feeling still 
persists that it will take another four 
to six months to build up workable 
inventories. 

Main factor retarding all-out produc- 
tion and distribution at the present 
time is the labor situation, which is 
getting worse, rather than improving. 
Many operators report fewer men on 
hand to work than before the war’s 
end, especially in the south. 

In the western lumber producing 
regions the manpower and wage prob- 
lems burst into open conflict Monday 
when 60,000 AFL workers went on 
strike for a basic wage of $1.10 per 
hour. Union leaders demand that the 
manufacturers negotiate on an indus- 
try-wide basis in five states. This is 
impractical and impossible at the 
present time, say the producers, be- 
cause they have neither the organiza- 
tion nor common ground on which to 
hbase action covering such a wide area. 
At this writing no effort has been 
made to bring the manufacturers or 
unions together. This ties up roughly 
40 percent of production in California, 
Oregon, Washington, Idaho and Mon- 
tana—a lot of lumber. 

Retail buyers are scurrying through 
the nation’s lumber producing regions 
trying to secure shipments of sizable 
quantities of usable stock. Although 
some are meeting with mediocre suc- 
cess, it cannot be said that any great 
amount of lumber has yet started flow- 
ing directly into retail yard bins. 
Dealers are much more choosey now 
about taking on “roots and herbs” to 
sell for lumber than they were during 
the war. 

Price controls on lumber are due 
to stay with the industry for many 
months if current developments and 
word from Peter Stone of OPA are 
given due study. With an insatiable 
demand for lumber which bids fair to 
continue well into next year, there is 
little likelihood of any deviation from 
ceiling prices for at least that long. 


MARKET ANALYSIS 


Mr. Stone predicted in Chicago last 
week that if and when retail yard 
inventories totaled six billion feet and 
mill inventories totaled eight billion 
feet, he would be willing to recom- 
mend the abolition of price control. 
At the present rate, and at the rate 
which is anticipated for the immediate 
future, it will take a long time to fill 
up inventories to that point. This 
is apparent from the way in which 
lumber which goes into retail estab- 
lishments moves out at such a fast 
pace. The removal of all restrictions 
on building October 15 will, if any- 





Mills, Logging Camps 
Need Workmen 

Reports from lumber producing 
regions indicate an_ intensified 
shortage of efficient manpower. 
A number of manufacturers are 
making an industry-wide appeal to 
all interested in maximum output 
of lumber to refer eligible and 
interested men to work in saw- 
mills and logging camps. Retail 
dealers are especially urged to 
advise former war workers and 
returning war veterans of the 
opportunities for steady, good 
paying employment in the lumber 
production industry. 











thing, stimulate the movement of 
lumber through the yards, not into 
them, so it appears that sizable work- 
able inventories are still many months 
away for the retail trade. 

In spite of all the prognostication 
and predictions, sound observers in 
the industry expect that by next 
spring when seasonal building starts, 
retailers can look forward to having 
fairly adequate and workable inven- 
tories on hand, although they may 
still find some items and species a 
little difficult to keep in stock. This 
of course is predicated on the assump- 
tion that lumber production is main- 
tained at a good average rate during 
the winter months. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 464 mills re- 
porting to the National Lumber Trade 
Barometer were 7.7 percent below 
production for the week September 15, 
1945. In the same week new orders 
of these mills were 6.0 percent more 
than production. Unfilled order files 
of the reporting mills amounted to 
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79 percent of stocks. For reporting 
softwood mills, unfilled orders are 
equivalent to 28 days’ production at the 
current rate, and gross stocks are 
equivalent to 34 days’ production. 
For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by 3.6 percent; orders by 6.4 
percent. 
Compared to the average corre- 
sponding week of 1935-1939, produc- 
tion of reporting mills was 6.7 percent 
less; shipments were 8.6 percent less; 
orders were .5 percent more. : 


West Coast 

Fir and other west coast mills pro- 
duced 79,122,000 feet of lumber during 
the week ending September 15, accord- 
ing to reports filed by 132 mills with 
the National Lumber Trade Barometer 
by the West Coast Lumbermen’s Asso- 
ciation. This is 79 percent of the re- 
ported cut of the same mills in the 
corresponding week a year ago and 
brings the 1945 cut to date 83.5 percent 
of the 1944 total to date. Shipments 
the week ending September 15 totaled 
74,063,000 feet and new business 
booked was 80,637,000 feet. 

The weekly average of West Coast 
lumber production in August (5 
weeks) was 113,110,000 board feet, or 
69.7 percent of 1941-1944 average. 
Orders averaged 123,758,000 b.f.; ship- 
ments 118,027,000. Weekly averages 
for July were: Production 94,171,000 
b.f. (58.1 percent of the 1941-1944 aver- 
age); orders, 103,459,000; shipments 
94,585,000. 

Thirty-five weeks for 1945, cumula- 
tive production 4,564,129,000 b.f.; 35 
weeks, 1944, 5,428,510,000; 35 weeks 
1943, 5,256,825,000. 

Orders for 35 weeks of 1945 break 
down as follows: Rail, 3,631,547,000 
b.f.; domestic cargo, 589,811,000; ex- 
port, 200,684,000; local 459,219,000. 

The industry’s unfilled order file 
stood at 685,301,000 b.f. at the end of 
August, gross stocks at 374,600,000. 


Southern Pine 

Production of southern pine by 142 
mills (95 units) for the week ending 
September 15 as reported to the South- 
ern Pine Association totaled 17,606,000 
feet. This is 26.19 percent below the 
three-year average for the same mills. 
Shipments during the week ended Sep- 
tember 15 totaled 19,346,000 feet, 9.88 
percent above output. Orders placed 
were for 17,911,000 feet, 1.73 percent 
above production and 7.42 percent 
below shipments. Total stocks on 
hand at the end of the week were 138,- 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 


Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 














WHEN YOU TRAVEL to PITTSBURGH 
S70P AT 


Pittsburgh's 
Newest / 


Preferred by Particular People 
a 
Relee~ 
SINGLES DOUBLES 
i $3.30 to $4.40 $5.00 to *6.50 


Radio & Bath in Every Room 





A KNOTT HOTEL - JOS. F. DUDDY, Mgr. 








Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 
Positive protection against Rot, Fungi, Termites, 
Excess Moisture, etc. 

Formulations to meet all official specifications. 
A profitable retail item for Lumber Yards. 


Write for technical data, tests, samples, et« 


CRE-0-TOX CHEMICAL PRODUCTS CO. 


MEMPHIS, TENN 





774,000 feet as against unfilled orders 
for 107,097,000 feet. Unsold pine stocks 
on hand stood at 31,677,000 feet. 
Western Pine 

Ninety-nine mills reporting to the 
Western Pine Association for the 
week ending September 15 cut 59,- 
845,000 feet. The same week a year 
ago the cut was 75,729,000 feet. Ship- 
ments the same week this year were 
53,290,000 feet, 11 percent below pro- 
duction. Orders accepted in the cur- 
rent week were 11.3 percent above 
output at 66,585,000 feet. Unfilled 
orders on hand September 15 were for 
297,812,000 feet with gross stocks at 
697,637,000 feet. 


Northern Pine 

Production of northern pine by the 
five mills reporting to the Northern 
Pine Manufacturers Association 
totaled 1,640,000 feet the week ending 
September 15. This is a substantial 
increase over the previous week and a 
small increase over the same week a 
year ago. Shipments during the cur- 
rent week were 695,000 feet and new 
business booked totaled 530,000 feet. 
Unfilled orders September 15 stood at 
7,265,000 feet and gross stocks were 
39,455,000 feet. 


In the Market Centers 

TACOMA: Despite many army and 
navy contract cancellations because 
of cessation of hostilities with the 
Japanese, demand for lumber is still 
heavy. Although some military con- 
tracts have been cancelled, other gov- 
ernmental agencies continue to be 
extremely active in the market and 
private buyers, who for months have 
been clamoring for attention, are pick- 
ing up the available slack. The mills 
themselves are anxious to build up 
their stocks on hand, as their supplies 
of many items are barrer than old 
Mother Hubbard’s cupboard. There is 
a general anxiety, because of strike 
talk and the restive labor situation, 
to fill all orders possible promptly and 
get stocks on hand in the best possible 
shape against possible closures. 

The general demand for all classes 
of lumber has been so heavy that sup- 
plies of all grades are low. 

Additional rains have extinguished 
the few remaining forest fires in this 
area, and have given trees, slashings 
and underbrush such a_ thorough 
drenching as to virtually preclude 
possibility of additional fires this sea- 
son. 

Release of government controls is 
making more tires and trucks avail- 
able for operators. Some logs are 
still being shipped in by rail and the 
transportation outlook generally is 
considerably improved. : 

SEATTLE: Any lumber available 
can. be sold. Domestic demand, both 
nationally and locally is very strong 
for all retail yard items. Considerable 
lumber is still being resawed. Floor- 
ing is probably the most demanded 
item with ceiling and siding coming 
close. Home building appears to 
count most in the demand. 

Retail and wholesale firms are get- 
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ting more lumber in driblets of odds 
and ends but the real bread and butter 
items are still exceedingly scarce, 
Flooring, ceiling and drop siding are 
not getting into the yards. Lumber 
production remains around 90 million 
feet. Log inventory as of Sept. 1 
shows 57 million more feet of logs on 
hand than during the previous month. 

Labor is the key to production and 
by the time this appears in print some 
60,000 men probably will be on strike. 
In addition to strike trouble, no pool 
of available skilled labor can be found 
and most operations have been short 
handed. 

KANSAS CITY: Government lifting 
of all construction controls resulted in 
a huge demand for lumber from con- 
tractors who are starting work on 
new projects. The mills still are 
deluged with a backlog and yards can- 
not fill retail demand. Black market 
operations may increase when build- 
ers find they don’t have enough mate- 
rials to finish the job. 

A critically low stock is reported 
by retailers and wholesalers. No 
chance of any improvement this year 
because weather is bad and lack of 
labor will not permit mills to work 
through the winter. 

Production took a setback in the last 
two weeks as the result of unfavor- 
able weather and, most of alJ, an acute 
labor shortage mills operating on the 
borderline for months are closing 
down for the season. 

MEMPHIS: The demand for lumber 
of all kinds (hardwoods and _ soft- 
woods) is out of all proportion to avail- 
able supply or immediately potential 
production. Home construction fore- 
cast for Memphis for the immediate 
future is put at $10,000,000. 

Memphis retail lumbermen are now 
beginning to get some pine, but only 
a fragment of the quantity they could 
sell. They are also getting larger 
amounts of the lower grades of hard- 
woods. Home builders are able to 
obtain some oak flooring—but not 
much. 

Labor conditions have improved 
over the greater part of the hardwood 
producing south and more timber is 
being felled and logs gotten out as a 
result. 

MINNEAPOLIS: Demand is intense 
from all classes of consumers. Mil- 
lions of dollars’ worth of industrial and 
residential construction are _ blue- 
printed and waiting for supplies to get 
underway. There is a tremendous 
demand for dimension materials, espe- 
cially for residential construction so 
that the builders can “get started,” 
and hope for the other necessary 
materials. In addition to the private 
demand, huge municipal and state con- 
struction programs have been proj- 
ected and are contributing to the pres- 
sure on dealers. Shortages of such 
things as cement blocks and plumbing 
are acting to hold back the full flood 
of demand. 

Only one dealer contacted seemed 
to have supplies to do much business. 
Most of the big retailers and whole- 
salers as well are simply turning down 
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prospective business and hoping for 
lumber “in about 90 days.” Supply of 
inch boards in various widths seems 
to be much better than dimension stuff. 
Everyone is willing to take practically 
anything usable. Report mills are not 
too eager to take business and very 
little help yet from west coast mills. 
mills. 

Weather has been somewhat fickle 
in the north woods and labor supplies 
have not improved as rapidly as had 
been hoped. As a result, the supplies 
of northern pine have shown only 
slight improvement. This situation is 
expected to improve materially in the 
near future, according to Minneapolis 
sources. 

NORFOLK: Retailers here would 
like to get any kind of lumber. They 
and box manufacturers are clamoring 
for stock. Building restrictions are 
off but probable builders can find little 
stock to go ahead on. There is still 
some “black market” green lumber 
being hauled in here, which accounts 
for some building being carried on. 

The supply of lumber here is very 
light. Dealers want all kinds but are 
thankful for what they can get. Whole- 
salers have little stock to offer be- 
cause they have been able to find very 
little dry lumber. Conditions should 
improve before the end of this year 
with even fair weather. 

Terrible weather conditions in south- 
ern states is greatly retarding produc- 
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tion. 
of little more labor available. 
good weather, production should show 
an increase within 60 days at least. 


BOSTON: There seems to be a 
clash of opinion between OPA officials 
and the lumber interests in New 
England. OPA claims there is a cur- 
rently flourishing black market in 
lumber, but has been unable to do 
very much about it up to now because 
most of its strength had to be concen- 
trated on other more vital programs. 
At present lumber prices in New Eng- 
land are 70 percent above their pre- 
war level, but this is said to be due 
to the effects of the war, scarcity and 
other causes. 

Inventories of Greater Boston lum- 
ber yards are still far below normal 
and will be for some time. Most of 
the supplies coming in are native pine, 
fir and spruce, much of it green stuff 
and needing seasoning. The prospect 
of getting supplies from the west looks 
better with the easing of the war 
strain on the railroads. 

Despite the confused situation fol- 
lowing the sudden ending of the war 
with Japan and changing regulations 
issued from Washington, the New 
England lumber industry is preparing 
for the 1946 business, which is ex- 
pected to shatter all records. Easing 
of transportation difficulties, both rail 
and motor, together with the prospect 
of replacing worn out machinery, 





makes the outlook brighter. Every 
effort is being made to get men into 
the woods this fall and winter. With 
the closing of many New England ship- 
yards and war plants “Skilled Woods- 
men Wanted” ads are getting some 
results. 

BALTIMORE: Distributors of south- 
ern pine find that supplies are not 
flowing into their yards in any sizable 
quantities, which is contrary to expec- 
tations prevalent previous to war’s 
end. There is a continuing heavy call 
for practically everything that can be 
secured. Dealers have been unable to 
accumulate any stocks and do not ex- 
pect to be able to do so for several 
months at least. West Coast lumber 
is also extremely difficult to procure 
in this area at the present time and 
there is little likelihood of any change 
in that situation for some time. Labor 
difficulties and shortages are holding 
up maximum output in all areas. 

Trading in Appalachian hardwoods 
is proceeding on an increasingly active 
scale, now that restrictions have been 
removed. Improved weather and trans- 
portation facilities are aiding in the 
operation of mills and plants. More 
labor is showing up and this is having 
a markedly favorable effect on the 
whole picture. 

Cypress is still as scarce as ever 
and that wood in the better grades is 
not expected to appear in satisfactory 
quantities for an indefinite period. 





cialties, Etc. 


Mr. R. F. Taylor 


Great Neck, L. L., 
New York 


 OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 


District Sales Representatives 


Mr. H. M. Tripp 
No. 24 Welwyn Road P. O. Box No. 85 
Crystal Lake, Ill. 


Member Western Pine Assn. 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH ® OAK 
STRIP @® BLOCK 


HERRINGBONE 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


Members: M. F. M. A. N. H. 1. A. N. H. & H. M.A. 


OCOnTO, WISCONSIN 
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OPA-NHA Threaten To Stifle Home Building 


Continued from 
Page 18 





sale or for any specific home owner, 
will be required to first secure a 
permit from the OPA, approved by the 
National Housing Agency, which will 
set forth the price at which the house 
can be built, or sold, or rented, to- 
gether with the profits you will be 
permitted on the construction of such 
a home. This is about as vicious as 
any regulation which has come from 
these two bureaus. It puts them in 
complete control of the entire Amer- 
ican home building field and it needs 
no crystal glass to foretell what will 
happen should this legislation go 
through. 

“Home building by private industry 
and private individuals will be abso- 
lutely stopped; hundreds of thou- 
sands of building mechanics, em- 
ployees of builders and of retail lum- 
ber yards, will have no employment. 

“Whereupon the National Housing 
Agency will piously announce through 
propaganda financed by you taxpayers, 
that private industry has made a dis- 
mal failure of private homes for Amer- 
ican people and only the government 


-through public housing and_= sub- 


sidized low-rent projects—can do the 
job. 

“For your own protection and as an 
assertion of the rights given you under 
the Constitution and the Bill of Rights, 
you should immediately take an active 
part in killing this proposed regula- 
tion; and, at the same time help to 
kill the Wagner-Ellender Public Hous- 
ing Bill which is a companion-piece 
of legislation designed to achieve the 
elimination of all small business and 
retail lumber dealers to the end that 
American houses are to be under the 
control of government and the Public 
Housing Administrator.” 


NORTHEASTERN GROUP URGES OPPOSITION 

Secretary Paul Collier, of the North- 
eastern Lumbermen’s Association, 
Rochester, N. Y., in a splendidly de- 
tailed eight-point criticism of the 
proposed program, gives the industry 
much to think about. He closes his 
statement by saying: “If private in- 
dustry is not to make a dismal failure 
of providing homes for the American 
people, with the result that govern- 
ment will tell us that we have failed 
to do the job and that public hous- 
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DEPENDABLE QUALITY 


PACKED IN CARTONS 


SILVER LAKE 


Li 


SA 


BRAIDED 


SH COR 





sonmnennetruanetse 
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CEVA AG 
ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 
Large and Long Timbers -- Fir Piling up to 150 Feet 
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PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 








ing and subsidized low-rent projects 
are the only answer, we must act 
now! The war is over. We must 
preserve the fundamental principles of 
individual ‘action and free enterprise 
on which the nation was founded,” 

L. C. Hart, president of the Pro- 
ducers’ Council, national organization 
of manufacturers of building mate- 
rials, after expressing relief that [.-41 


has been revoked, goes on to point 
out that the industry still has two 
additional problems that must be 


solved before home building can pro- 
ceed to relieve the shortage now exist- 
ing. He says: 

PRODUCERS’ COUNCIL CRITICIZES PLAN 

“First, the OPA must adopt a real- 
istic policy toward the pricing of build- 
ing products, and second, the con- 
struction industry must be. given 
assurance that plans for controlling 
the prices of new homes will be 
abandoned. 

“The OPA plan for setting ceiling 
prices on each individual new home 
and for regulating the profit margins 
of local contractors and dealers is 
completely unworkable and unneces- 
sary and would effectively prevent any 
large volume of residential construc- 
tion. Mr. Snyder’s statement that 
prices of building products will be 
‘strengthened’ carries disturbing impli- 
cations, in view of the fact that ceil- 
ing prices on some key building 
products now are so low that produc- 
tion is curtailed and millions of dollars 
worth of building is being delayed.” 


U. S. CHAMBER OF COMMERCE OBJECTS 

The Board of Directors of the United 
States Chamber of Commerce, came 
to the fore with the suggestions that 
“OPA’s pricing proposal is unworkable 
and unnecessary and would prevent 
new needed homes being made avail- 
able when labor and materials will be 
available in quantity. The proposed 
plan if put into full operation, will 
prevent reemployment of servicemen 
when discharged from the armed 
forces and will prevent the nation’s 
builders from furnishing needed em- 
ployment to labor when available in 
quantity.” 

It is quite obvious that the OPA and 
NHA stand practically alone, repre- 
senting government by bureaus, as 
opposed to the home building industry 
in the program. As _ several of the 
industry leaders quoted above imply, 
this program does not have the sup- 
port of any segment of the industry 
the bureaus propose to regulate and as 
a result further agitation for adoption 
of the program will mean a rising 
flood of objections. In the face of 
such a situation, it is extremely diffi- 
cult for observers in the industry to 
understand why OPA and NHA con- 
tinue to advocate and agitate for 
adoption of regulations which will 
have to be forced on operators in the 
industry. 
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Complete Beds Shipped KD 





LUMBER TRUCK BEDS since 1918 








EASILY MOUNTED 


“The Active Truck Is the Money-Maker”’ 





Write for Catalog & Prices 





The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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WELDWOOD PLASTIC 
RESIN GLUE 


YOUR OWN WORKMEN PREFER IT... 
because it makes joints permanently stronger than the wood itself. 
Moisture and heat never affect Weldwood joints. 
YOUR CUSTOMERS BUY IT... 


because it’s easy to use . . . does their work fast and well... (and 


don’t forget the good margin of profit it carries. ) 


YOU PROFIT TWO WAYS... 
when you carry Weldwood Glue. 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dep~. 219 
55 West 44th Street, New York i8, N. Y. 
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Millions Will Be Reminded to 


“STOP Under-Door DRAFTS’ 
“GAVE FUEL 
by Vhermal-Guard 


NATIONAL MAGAZINE AND LOCAL 
NEWSPAPER ADVERTISING. 


See your THERMAL-GUARD jobber 
now to share in this profitable 
and desirable business. 


| *139 4, °]69 


To fit ALL inside 
and outside doors. 
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SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 
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NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 








DISTRIBUTORS OF 


- SELION PINE 


Reg. U. 8S. Pat. 0 


EXECUTIVE ann 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA | 


DISTRICT SALES OFFICES: 








SPECIES 
PONDEROSA PINE 
(PINUS PONDEROSA) 
SUGAR (Genuine White} PINE 
(PINUS LAMBERTIANA} 











SAN FRANCISCO 
1030 Monadneck Bidg. 
Exbreok 7041 


CHICAGO 
1863 LaSalle-Wacker Bidg. 
Telephone Central 9182 
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WM THE MEWS 


Supreme Nine Elected at 
Hoo-Hoo All-Out Annual 


The new supreme nine of the Inter- 
national Concatenated Order of Hoo- 
Hoo were elected at the Hoo-Hoo All- 
Out Annual, Sept. 10. They are Don 


C. Montgomery 30285, 501 Milwaukee 
Gas company building, Milwaukee 2, 
Snark of the Universe; Hal R. Dixon 
Manufacturing 


Western Pine 


44248, 





B. F. Springer, 
Secretary. 


Don S. Montgomery, 
Snark of Universe. 


company, Spokane, Senior Hoo-Hoo; 
Joe C. L. Evans 42658, 1698 Genesee 
street, Buffalo, Junior Hoo-Hoo; Geo. V. 
Frederickson 43986, 1210 E. 36th street, 
Baltimore, Scrivenoter; Lewis Godard 
30131, 2341 Leimert boulevard, Oak- 
land, Calif., Bojum; Chas. W. Goodrum 
20913, 1414 R. A. Long building, Kan- 
sas City 6, Jabberwock; Ray E. Saber- 
son 12075, 182 Montrose place, St. Paul, 
Custocatian; M. J. McDonald 27358, 
Thunder Bay Lumber company, Port 
Arthur, Ontario, Arcanoper; H. C. 
Berckes 33530, Interstate Bank build- 
ing, New Orleans, Gurdon. 

Speaking at the meeting, Mr. Mont- 
gomery said, “The lumber industry 
will do its full share in welcoming GI 
Joes with a job.” Theme of the con- 
vention was “The Return to Normalcy,” 
with emphasis on reconversion of the 
lumber industry, re-employment of re- 
turning servicemen and encouraging 
of college and university students to 
enroll in building construction and 
forestry courses. 


The Milwaukee Hoo-Hoo No. 35 re- 
elected E. F. Fisher, president; George 
D. Mill, vice president; and Ben F. 
Springer, secretary. The five directors 
chosen are L. J. Novotny, W. L. 
Wright, W. G. Lange, Milwaukee; 
EK. W. Rosenthal, Elkhorn; and H. H. 
Hansen, Racine. 


Twenty-five simultaneous regional 
meetings were held throughout the 
United States ond Canada. In Balti- 
more, Hoo-Hoo Club No. 100 elected 
its officers for the year. They are 
reorge A. Meyls, Jr., Pickering Lum- 
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ber corporation, president; Fred Maag, 
Radford & Sanders company, vice 
president; J. Cecil Matthews, Kidd & 
Buckingham Lumber company, secre- 
tary-treasurer; and Gordon Sheeler, 
F. Bowie Smith and Harry League, 
members of the Supreme Nine. 


The Washington, D. C. Hoo-Hoo in- 
itiated thirteen new kittens, as well 
as electing officers. 

In the Buffalo Hoo-Hoo the follow- 
ing officers were elected: Edward J. 
Hoffman, president; Ralph Crowley, 
1st. vice-president; Newel T. Bodge, 
2nd vice president, and Fred A. Bud- 
denhagen, secretary-treasurer. Later 
fifteen new members were inducted 
at the concatenation. 


At the annual meeting of the Los 


Angeles Hoo-Hoo, Sept. 7, officers 
elected include George Clough, San 
Pedro Lumber company, president; 
William Ream, George E. Ream com- 
pany, vice president; and Earl Gal- 
braith, secretary-treasurer. 


At the Twin Cities annual All-Out 
Ray Bergland, of the S. Bergland 
Lumber company, St. Paul, Minn., was 
elected president for 1946. Other newly 
elected officers are Clyde Starling, first 
vice president; William Morley, second 
vice president; and Parker Betzer, 
re-elected secretary-treasurer. 


Stewart Holbrook Edits 
Book of Northwest Tales 

Stewart Holbrook, advertised as 
“the only ex-lumberjack who ever lec- 
tured on American History at Harvard 
university,” has edited a new book, 
Promised Land, a collection of North- 
west writing, filled with memoirs of 
lumberjacks, pioneers and: homestead- 
ing honyockers. 


West Coast Assn. to Move 
Headquarters to Portland 

Headquarters of the West Coast 
Lumbermen’s’ association will be 
moved from Seattle to Portland some- 
time in 1946 according to Dean John- 
son, president of the organization. The 
decision was reached at a director’s 
meeting, Sept. 6. 

Mr. Johnson pointed out that with 
the development and expansion of. the 
lumber industry in Oregon in the past 
decade, the state is now the nation’s 
largest producer of lumber and has 
led the nation since 1938, and Port- 
land is now the center of the Douglas 
fir industry of western Oregon and 
Washington. 

When Portland becomes the official 
home office, the Washington, D. C. 
office will be closed and offices con- 
tinued at Eugene, Seattle, and Los 
Angeles. 


E. L. Bruce Jr. Elected 
President of Flooring Co. 

EK. L. Bruce, Jr.. has been elected 
president of E. L. Bruce company, 
Memphis, Tenn., manufacturer of hard- 
wood flooring and allied products, it 
has been announced by the company’s 











E. L. Bruce, Jr. (center), new president of E. L. 

Bruce company; C. Arthur Bruce (left), new 

executive vice president, and Walter J. 

Wood, new member of board of directors. 

The painting is of the late E. L. Bruce, Sr., 
founder of the firm. 


board of directors. He succeeds Rob- 
ert G. Bruce who died in July. 

At the same time C. Arthur Bruce 
was elected to the newly created office 
of executive vice president and Walter 
J. Wood was elected as a member of 
the board of directors. 

The new president, considered one 
of the outstanding wood production 
experts of the country, has played a 
major part in the development of cer- 
tain flooring improvements that have 
revolutionized the industry. These in- 
clude hardwood block flooring and fac- 
tory finished flooring. 


Promotions and Appointments 


Edward H. Stewart, former general 
manager, has been elected president 
and treasurer of the Pollock Lumber 
company, St. Louis, Mo. 

Robert S. Burke has been appointed 
general manager in charge of sales 
and service of the insulation, roofing 
ana siding departments of the Na- 
tional Insulation company, Indian- 
apolis. 

Eric W. Hammarstrom, former as- 
sistant to E. W. Smith, Vice President, 
Philip Carey Manufacturing company, 
Cincinnati, has been named sales man- 
ager for the company’s Canadian of- 
fice. Replacing Mr. Hammarstrom is 
R. W. Galloway, former merchandising 
manager of dealer sales. Walter E. 
Hess, former manager of the roofing 
department is replacing Mr. Galloway. 

William C. VanCleaf has been named 
director for industrial relations for 
the Allis-Chalmers Manufacturing com- 
pany, Milwaukee, Wis. Prior to his 
appointment he was assistant to Lee 
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CUT COSTS 


with 


MONARCH 


ONE MAN 
CAR DOOR OPENER 


One man can open the most binding, balky 
box car door with the Monarch Car Door 
Opener. 


No strained muscles 

No slips or falls 

No broken arms, legs 
or mashed fingers 

No fatalities 

No time wasted 

No “gangs” needed 

No time lost 








ONLY $ 
Lic 
PRIORITY NEEDED 











THIS MAN OPERATES A CORLEY 
MILL— BUY ALL THE LUMBER 
HE CAN SELL US / 


























More and more concentration yard men are making it a 
point to buy lumber from Corley equipped mills, Of course 
there is a reason. Corley-cut lumber is accurately cut—no 
“thick and thins,” no “rainbows.” Corley-cut lumber goes 
through the planer smooth and easy — it is profitable to 


handle. 
CORLEY MILLS 


CUT 





Buyers of green lumber are 
writing us for the names of 
Corley mill operators in 
their areas. We will be glad 
to give you this informa- 
tion for your locality. 
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WEATHER-VANE 
Combination DOORS 


THE FASTEST SELLING STORM SASH-SCREEN DOOR IN AMERICA 


© DELUXE TYPE 
© CALIFORNIA REDWOOD 
© NO PAINTING NECESSARY 
e EASY TO INSTALL 
Le SELLS ON SIGHT 
HE DOOR YOuR 
MERS HAVE 
wn W AITING Fop 


Yes Sir! This is it! The Storm 
Sash-Screen Door that tops 
them all . . . Built of Cali- 
fornia Redwood with mortise 
and tenon construction 
throughout. It’s amazing the 
way WEATHER-VANE Storm 
Sash-Screen Doors sell on 
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Logged in 1936-1937 


HARDWOODS e WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
QUALITY LUMBER 


‘ 


Air-dried Kiln-dried 
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H. Hill, 
relations. 

Orville H. Greene, president of Wil- 
son & Greene Lumber company, Syra- 
cuse, N. Y., has been appointed by 
Governor Thomas A. Dewey to the 
Board of Trustees, New York State 
College of Forestry. 

T. F. Geraghty has been appointed 
general sales manager of the Milwau- 
kee Stamping company, succeeding B. 
A. Otten, retired. 

Ed Rowley, recently head of the 
western auction division of the Cen- 
tral Procurement agency, has been 
chosen head of the wholesale division 
of Campbell-Conro Lumber company, 
Portland, Ore. 


former head of industrial 


Ernie Pyle Memorial Group 
Headed by Lumber Retailer 


John Bussing, lumber retailer, Dana, 
Ind., has been chosen president of the 
Ernie Pyle Memorial committee, which 
is in charge of building in the western 
Indiana town, by public subscription, 
a library dedicated to the memory of 
the late friend of the service man. 


Cre-O-Tox Changes Address 


Cre-O-Tox, manufacturers of wood 
preservatives, termite chemicals, in- 
secticides, detergents, waterproofing 
compounds, etc., announce its offices, 
plant and laboratory are now located 
at 2670 Broad avenue, Memphis 12, 
Tenn. 








S. Lamar Forrest 
(center), president of 
the National Retail 
Lumber Dealers’ as- 
sociation, pictured in 
the factory of the 
Long-Bell Lumber 
company where he 
was conferring with 
C. B. Sweet (right), 
president of the 
Western Retail Lum- 
bermen’s association 
and manager of the 
Long-Bell retail de- 
partment. At left is 
C. E. Hadley, Long- 
Bell’s manager of 
Western Sales. 


W. L. Lear Joins Research 
Dept. of Southern Pine Assn. 

H. C. Berckes, secretary-manager of 
the Southern Pine association, has just 
announced that 
W. L. Lear, for- 
merly with the 
U. S. Forest Serv- 
ice in Arkansas, 
has joined the as- 
sociation staff as 
research man in 
the trade promo- 
tion department. 
The expanded 
program of the 
association pro- 
vides for more W. L. Lear 
intensive work in the field of research. 

Mr. Lear will be particularly con- 
cerned with bringing to the attention 
of subscribers to the association infor- 
mation on product refinement and new 
developments brought about through 
research. 


Retail Trade News 


Clarence Baker and Albert Luther, 
Markle, Ind., have purchased the May 
and Youse Lumber company and will 
operate under the name Luther and 
Baker Lumber company... Partners of 
the H. H. Crawford Lumber company, 
Mitchell, Ind., announce the name has 
been changed to Crawford-Morris Lum- 
ber company...The Mercer Lumber 
companies, Wilmette, IIll., have an- 





Customers 
Built Our 
Business 


SAWMILL MACHINERY * MILL SUPPLIES 


MACHINERY COMPANY 





SHREVEPORT, LOUISIANA 
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Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON - AMERICAN 





Lumber Corp. 


Vernonia, Oregon 
RR lomololo me 11 am OFT 17 








KNIGHT 
Single and DoubleActing Receding 
SET WORKS:Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Ohio 











to Set-up and Grind Own Knives. 
enced Men Need Apply. 


HELP WANTED 


Two (2) Experienced Sticker Operators. 
None But Experi- 
Steady Work.. 


SOUTH BEND WOOD PARTS, INC. 
1344 W. Sample St., South Bend (21), Indiana — Tel. 3-9351 


Must be able 
Good Pay. 


struction, Etc. 


BOOKS THAT WILL INCREASE YOUR PROFITS 
AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 
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ROSS Hydraulic LIFT-TRUCKS — 


fastest, cheapest method of stacking unit loads 


® Fingertip controls — Short turning radius — 
Full vision for the driver — Simultaneous hoist, 
tilt and travel — Hydraulic hoist and tilt — heavy 
duty motors. 


THE ROSS CARRIER CO., Factory—Benton Harbor, Mich. 


SEATTLE — PORTLAND — SAN FRANCISCO — VANCOUVER. B. C. 
PINE BLUFF, ARK. — NEW YORK CITY — HOBOKEN, N. J. 








DELIVERY 


West Coast - Southern 


LUMBER, 
BOX SHOOK 


What do you need NOW? 


LUMBER ain ake [umber lo. tr 
COMPANY 


wrt’ 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 





53 West Jackson Boulevard « Chicago 4, Illinois 
















ENTERPRISE SAWMILL MACHINERY 






Meets the demands of experienced operators for 2 . : 
efficient, accurate production at low cost. .Solve x ' i . 
your increased output requirements with an Enter- “| , 


prise. Send details of your set-up for our recom- 


mendations and prices. 
a 





Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 





|THE ENTERPRISE CO., 328 Main St., COLUMBIANA, OHIO 
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nounced their entrance into the field 
of low-cost housing. ..The Martin Her- 


mann Lumber company, Callicoon, 
N. Y., founded in 1888, has merged 
with the contracting business of 
Harold E. Deighton, but will continue 
retailing under the old name. 


Elected Symphony President 
Elmer F. Xanten, commission lum- 
berman, Rockford, Ill., has been named 
president of the Rockford Civic Sym- 
phony association. He has served as 
vice president since it was founded. 
Both Mr. Xanten and his wife, a 
talented singer, have played an im- 
portant part in the city’s musical life. 


Scheduled Meetings 

Oct. 1—Cincinnati Lumbermen’s club 
will resume regular monthly meet- 
ings with the first at the Cincinnati 
club. Guest speaker will be Major 
General James E. Edmonds. 


Oct. 2—Carolina-Virginia Lumbermen’s 
club’s quarterly meeting will be held 
at the William Barringer hotel, Char- 
lotte, N. C. 

Oct. 9, 10, 11—National Contract Hard- 
ware association and American Soci- 
ety of Architectural Hardware Con- 
sultants will meet at the LaSalle 
hotel, Chicago. All conferences ex- 
cept the committee meetings, Oct. 9, 
will be open to the industry. 

Oct. 12—Indiana Hardwood Lumber- 

, men’s association will meet at Pur- 
due university. Dr. E. R. Martell. 


head of the Department of Forestry 
will speak on care of circular and 
band saws, and Roy C. Brundage, 
secretary of the association will 
speak on forest and woodland regu- 
lations. It will be.,an open meeting. 


Promoted to Captain 

First Lieutenant Samuel A. Wells, 
USAAC, secretary of the J. W. Wells 
Lumber company, Menominee, Mich., 
has been promoted to the rank of 
captain. 

Captain Wells served overseas for 10 
months and is now at the Air Corps’ 
procurement and contract termination 
division office in St. Paul. 


Fires 

The mill of the Sage Land and Lum- 
ber company, Willits, Calif., was de- 
stroyed by fire, Aug. 24, at a loss 
estimated between $300,000 and $400,- 
000...Fire in the Home Lumber com- 
pany, Bucyrus, Ohio, caused damage 
estimated at $30,000...Market Lumber 
company, Napoleon, Ohio, was par- 
tially saved after fire destroyed $25,000 
worth of property...Fire at the Alpine 
Lumber company, Youngstown, Ohio, 
destroyed lumber, buildings and equip- 
ment valued at $25,000...G. E. Owen 
Lumber company mill, Eugene, Ore., 
burned to the ground with an esti- 
mated loss of $40,000 to $50,000... 
Lumber mill of the Rogue Valley Lum- 
ber company, Grants Pass, Ore., was 
destroyed by fire with an estimated 


loss between $30,000 and $40,000. 

The planing mill of the Rib Lake 
Lumber company, Rib Lake, Wis., was 
destroyed by fire Sept. 15 at a loss 
estimated at $175,000. 


Returning Veterans 

Lieut. Col. Clarence W. Happ, re- 
cently promoted from major and 
placed on inactive status, has resumed 
his position as vice president of the 
White Star Lumber company, Chicago. 
In service for 3% years, he was con- 
tracting officer for the Army Air Corps. 

Staff Sergeant James B. Overcast 
has been honorably discharged from 
the Army, following 2% years’ service, 
and will resume his position as sales 
manager for the Strable Hardwood 
company, Oakland, Calif., about Oct. 1. 

Captain Julian N. Cheatham, who 
served overseas for 37 months, will 
return to his position as an executive 
with the Georgia Hardwood Lumber 
company, Augusta, Ga., after he re- 
ceives his discharge sometime in De- 
cember. 


Baltimore Retailers Meet 

At the recent meeting of the Balti- 
more Retail Lumber Dealers’ associa- 
tion, the organization voted to send a 
telegram to Chester Bowles, OPA ad- 
ministrator, opposing the elimination 
of the wholesale and commission mar- 
gins. 

A publicity and advertising commit- 
tee was chosen composed of Sol C. 
Bishow, Capital Lumber company, 








Survey Proves 
Another 


RED HOT 
Sales Item 


BY 


FENCE COMPANY 
OF AMERICA 


Ornamental 
Metal Railing 


made in 
Old English and 
Modern Designs 
® 


America. 


[) Ornamental Metal Railing 
() Prefabricated white cedar fencing 


General Offices 
608 So. Dearborn Street 








FLOWER DESIGN with 
Detachable Flower Pot 
Holders 


Made up in three sizes adaptable to practically all size stoops. 
Made so home owners may install themselves. 


FENCE COMPANY OF AMERICA 


Largest manufacturers of prefabricated white cedar fencing in 


Please mail illustrated folders and prices on: 


FENCE COMPANY OF AMERICA 


Chicago 5, Illinois 
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Ponderosa Pine 








Since 1889 





Pine Sales, Baker, Ore. 
Fir Sales, Dee, Ore. 
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chairman; Benjamin Kolker, Maryland 
Lumber company; Joseph Rosenzwog, 
Washington Lumber company; I. Fru- 
man, National Lumber company; Al- 
bert H. League, League Lumber com- 
pany, and Max Rudo, Fairmount Mill 
and Lumber company. 


. . Obituaries 


O. H. BARR, 72, president of the 
3arr Lumber company, Santa Ana, 
Calif.—Sept. 16. 


OSCAR M. BEVINGTON, 77, retired 
lumber yard owner, Montpelier, Ind.— 
Aug. 25. 


GERALD P. BLASER, 41, treasurer 
and assistant manager of the Seneca 
Lumber and Millwork company, Fos- 
toria, Ohio—Sept. 19. 


FREDERICK BUCKLEY, 60, head 
of City Lumber company, Malden, 
Mass., and president of Stoneham, 
Mass., Lumber company—Sept. 13. 


SAMUEL GRIFFIN CLIFFORD, 62, 
former president of the McFerson and 
Foster company, Evansville, Ind. 


BERT DAWLEY, owner of the H. A. 
Dawley Lumber company, Rocky Ford, 
Colo. 


FRIEND ST. CLAIR DICKINSON, 
62, founder of Colby and Dickinson 
Lumber company, Seattle—Aug. 27. 


THOMAS BURFORD DILLON, 61, 
of the Baird and Dillon Lumber com- 
pany, Memphis, Tenn.—Sept. 17. 


DAVID P. JOHNSON, New Jersey 
representative for the North Branch 
Lumber company, Wilkes-Barre, Pa.— 
Sept. 11. 


LAWRENCE G. LEONARD, 71, 
founder of the L. G. Leonard Lumber 
company, New York, later Chairman 
of the Board of Transcontinental Lum- 
ber corporation, and more recently 
sales manager for Brister & Koester 
Lumber corporation—Sept. 8. 


J. EARL MORGAN, 77, president of 
the Morgan company, Oshkosh, Wis.— 
Sept. 15. 


ELMER ROBINSON, 55, owner of 
the Robinson Shingle & Composition 
company, Los Angeles—Sept. 9. 


FREDERICK R. ROGINSON, 64, 
president of the Bennett Lumber com- 
Pany, North Tonawanda, N. Y.—-Aug. 
18. 


JAMES ROTE, 
Rote Lumber 
Ill—Sept. 12. 


WILLIAM H. SAWYER, 59, presi- 
dent of the W. H. Sawyer Lumber 
company, Worcester, Mass.—Sept. 12. 


JAMES STEPHEN TIMLIN, 79, 
president of the Timlin Lumber com- 
Dany, Madison, Wis.—Sept. 14. 


WILLIAM WEBSTER, 73, with the 
H. P. Webster & Sons Coal and Lum- 


ber company, Eaton Rapids, Mich.— 
Aug. 31. 


76, manager of the 
company, Orangeville, 








Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 50 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS 

YARD STOCK « ‘ i CLEARS. 

SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAYi 





JAMES W. SEWALL 


Consulting Forester 


JAMES W SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block 
f yblished 1910 Port Arthur, Ontario 


ENGLES WORTH | 
Sefer compo 


WEST COAST FOREST PRODUCTS 
Pon A ANION TV IT LCR LOE ATR ne NTT nee | 
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Members 
Ss. P. 1. B. 


LA GRANGE, GA. 





Change Your Saws to Simonds 


B, F, 3, or 2% inserted tooth Cut 
more lumber at less expense, and no 
saw trouble Saw returned 2nd day 
the cost of 


as a new one, at about % 
new SAVE 


on solid 


on 2% edger saws, also 


and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian, Miss. 





ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to a. 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style. in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 
8c per word for one insertion. 
7c per word, per insertion, for 2 consecutive 
insertions. 
6c per word, per insertion, for 3 to 5 consecu- 


tive insertions 
MINIMUM CHARGE $1.60. 
Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 

en ae “blind”’ eee ad- 
dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 


WANTED—SUPERINTENDENT 


For large retail lumber yard in southern Wis- 

consin. Experience necessary. Must have 
ability to handle men. Address B-105, Amer- 
ican Lumberman. 


WANTED: Experienced retail lumber > 
manager for e yard in town of > 

cated in good town Iowa. Must be hint 
class. . Complete. knowledge. of. business. 
Permanent connection. Salary open. Retire- 
ment pension plan in operation. lendid op- 
portunity for good man. Address 4-28. Amer- 
ican Lumberman. 














Manager for country retail yard in Eastern 
Iowa. Must be experienced, sober and indus- 
trious. State age, experience, references and 
salary expected. Address H-73, American 
Lumberman. 


WANTED—Grade lumber sawyer—stationary 
circular mill—steam feed.. Cutting practically 
all hardwoods, largely oak. Steady work. 
good living conditions. Give age. experi- 
ence,. references and full particulars in first 
letter. Address J-40, American Lumberman. 











WHITE PINE Pena Ponderosa 
Also pone pe — > 
Fir Wallboard Wax. Sree Pretucts 
William Schuette Company 
PITTSBURGH, PA. 











Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 
(PINUS 


Mfrs. of 
Genuine WHITE PINE STROBUS) 
Air-Seasoned ® Water-Cured 
For 103 years, 1842-1945. Labacity 30 million ft. 
annually, 


Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED, Prompt Shipment 
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Foreman, sober and industrious for Brooklyn 
Lumber Yard, capable handling 40 laborers. 

rmanent new cen good pay. Address H-62, 
Jenericen Lumberman. 





ARCHITECTURAL DRAFTSMAN 
WITH 


Creative ability and good personality to 
develop into executive position in our 
E in design and con- 








struction of home 
THE KRUSE cO., > ROCHESTER, MINN. 
Builders & Manufacturers 





MANAGER WANTED q 

For northern Illinois yard. Permanent posi- 

tion for right young man. — farming and 

excellent industri communi A t 

must be thoroughly experienc éales- 

man, hard worker, sober, industrious. Salary 

plus an attractive profit sharing plan. 

State Fullest qualifications in first letter. = 

lications held confidential. Address H-55, 
Tunorieen erman. 
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SITUATIONS WANTED 





Wanted Northern Hardwood Inspector for 
steady immediate work. Address H-3l, Amer- 
ican Lumberman. 


WANTED: Experienced office men and experi- 

enced hardware man for large retail lumber 

_ Whelan Lumber Company, Topeka, 
ansas. 


WANTED—Allround yardman for small yard. 
State wages and experience. Chicago suburb. 
Address G-26, American Lumberman. 


SALESMAN WANTED ; 

Large San Francisco lumber and building ma- 
terial yard. Must be experienced. Essential 
industry. Permanent job now and after the 
war. Good salary and chance for advance- 
ment for some one able to assume responsi- 
bility. This is an inside sales job and a real 
opportunity. Address G-49, American Lumber- 
man. 














SMALL HOME - DESIGNERS ’ 
Old established mid-west firm wants services 
of designers and draftsmen. Permanent jobs 
for right men. Salary commensurate with ex- 
perience. Gordon-Van Tine Company. Dav- 
enport, Iowa. 





WANTED: Experienced young lady for gen- 
eral office work in retail lumber yard. Sub- 
urb just outside of Chicago. Address H-49, 
American Lumberman. 


WANTED—Experienced Millwork Superinten- 
dent-Detailer for small Millwork Plant. Ad- 
dress E-50, American Lumberman. 


LUMBER SALESMAN : 
Industrial Experience preferred. Exceptional 
opportunity with large Chicago retail yard. 
State age, experience and salary desired. 
Address H-54, American Lumberman. 











Wanted: Man for Assistant to Purchasing 
Agent and Sales Manager with Company sell- 
ing Lumber and Builders Supplies to Whole- 
sale and Retail trade. American Coal & Sup- 
ply Co., Fort Wayne 14, Ind. 





Our reconversion is completed. We need ex- 
perienced men in our frame factory and mill- 
work departments. In our sawmill we need 
two good millwrights and several common 
laborers. DEER PARK LUMBER CO., Deer 
Park, Washington. 


LUMBER SAW FILER 
And Benching—6 and 12 inch Timber Band 
Saws. Soft or hardwood. 48 hour week. Time 
and a half over 40 hours. Address J-20, Amer- 
ican Lumberman. 








Wanted: Experienced Machine Bookkeeper by 
Retail Lumber Concern. Permanent position 
at a good salary in the best city in Indiana. 
P. O. Box 81, LaPorte, Ind. 

WANTED: Skilled cabinet makers—frame mak- 
ers—sash and door machine operators—good 
wages—vacation with pay—steady work— 
write or apply to SCOTT GRAFF COMPANY, 
DULUTH, MINN. 





WANTED, experienced man take charge going 
retail lumber yard in Philadelphia. Must 
have thorough knowledge of millwork and 
kindred items, capable of reading blue prints 
and taking off lists. Knowledge of Johns- 
Manville merchandising plan would be help- 
ful. Splendid opportunity for wide awake 


individual with imagination and _ initiative. 
Give full details—salary desired. Address 
J-34, American Lumberman. 





WANTED Band saw filer for six foot band 
mill at Hayesville, N. C. Please wire collect. 
Gennett Lumber Company, Asheville, N. C. 
Telephone 3741. 


WANTED: Experienced Estimator for Special 
and Stock Millwork. Middle Age. Box 1477, 
Fort Worth 1, Texas. 








WANTED—We are interested in securing serv- 
ices of a log buyer who can purchase from 
log producers, um and Poplar logs for 
veneer mill, Northeast section of Georgia. This 
is a steady position with an old line com- 
any just starting a new operation. All in- 
ormation treated strictly confidential. Address 
J-31, American Lumberman. 


WANTED — Competent bookkeeper to take 
complete charge of office work for sawmill 
operation cutting 15,000 to 20,000 feet of hard- 
wood per day. Steady position with good liv- 
ing conditions. Give age, experience, refer- 
ences and complete information in first letter. 
Address J-41, American Lumberman. 


SALESMEN 
For over the counter trade. Farmers and in- 
dustrial workers are our customers. If you 
like your fellowman, join our growing organi- 
zation. Wright-Bachman L umber Company, 
Stock Yards, Indianapolis 3, Indiana. 
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Wanted: Hardwood Lumber Inspector for our 
Chicago Distribution Yard. Preference given 
to honorably discharged veteran; some ex- 
perience necessary. Address H-70, American 
Lumberman. 





Experienced man for sash and door dopart- 
ment. Steady and permanent job for satis- 
factory man. Write us giving full informa- 
tion. Enid Planing Mill Company. Box 654, 
Enid, Oklahoma. 


We need a Head Sawyer who can saw to 
grades and take care of his own saws. New 
stationary circular mill in town of about 2,000 
inhabitants. Lower Michigan. MARQUETTE 
LUMBER CO., INC., SOUTH BEND 2, IND. 


Experienced saw filer for band and circular 
saws—in Chicago area—First class apart- 
ment available adjacent to plant at agreed 
rental—Not over 45 years old—Answering 
please give qualifications, salary wanted. Ad- 
dress H-66, American Lumberman. 


WANTED:—Grade lumber inspector to handle 
yard and shipping of hardwoods in accord- 
ance with National rules. Steady work, good 
living conditions and good opportunity for 
the right man. Job open for early October. 
Give age, experience, references and other 
important information in first letter. ” 
Address J-39, American Lumberman. — 














WANTED—Experienced walnut and other na- 
tive veneer log buyer for Mid-Eastern plant. 
Permanent employment and excellent oppor- 
tunity to right party. Address H-68, Ameri- 
can Lumberman. 


WANTED—Manager for old established plant 
located Middle East, producing face Veneers 
in imported and domestic woods. Excellent 
opportunity for right man. Al? information 
treated strictly confidential. Address H-67, 
American Lumberman. 








WANTED—Lumber Salesman to travel Central 

Illinois. In writing state experience, salary 

desired, together with other information. 

a C. STONE LUMBER COMPANY, Peoria 2, 
inois. 





WANTED at once for good Iowa yard in col- 
lege town, experienced lumberman, with 
selling experience, construction, plans. Good 
salary and working conditions. Address H-75, 
American Lumberman. 





Wanted: Competent office man, estimating and 
drafting. Central Ohio, Address J-49 Ameri- 
can Lumberman. 


WANTED—SAWMILL AND WOODS HELP 
Large West Coast Fir producer with heavy 
order file needs more mill and woods help 
to expand production. Men with or without 
lumber experience now being discharged from 
the armed services or others who would like 
to settle in friendly. nice Oregon town and 
have steady job with this progressive, well 
managed organization are invited to write us. 
Equipment modern throughout. Fine quality 
timber. Excellent working conditions. 

Address J-43, American Lumberman. 


RETAIL YARD FOREMAN 
If you are capable, can practice good ‘‘house- 
yg and have the ability to get things 
done, here is an opportunity to join a first 
rate company that is growing by leaps and 
bounds. Wright-Bachman Lumber Company, 
Stock Yards, Indianapolis 3, Indiana. 


SITUATIONS WANTED 


THOROUGHLY EXPERIENCED LUMBER 
SALESMAN. 


WANTS TO CONTACT REPUTABLE MANU- 
FACTURER or large well-equipped Whole- 
saler of West Coast woods and or Yellow 
Pine, or Hardwoods, with view of represent- 
ing them on the Atlantic Coast, particularl 
in the solicitation of Eastern Railroad busi- 
ness and the Industrial trade. Also familiar 
with large retail yard buyers and Wholesal- 
ers’ requirements from Boston, Mass. to Nor- 
folk, Va. and west to Cleveland, Ohio. Per- 
sonally acquainted with buyers and Railroad 
Purchasing Agents for the past twenty years, 
twelve of which were with one large manu- 
facturer. During War period have been and 
am now employed by U. S. Government 
Agencies in Lumber divisions, but am desir- 
ous of returning to private Lumber Indust 
as soon as possible. Compensation expecte 
is on a livable salary and actual traveling 
expense basis, or a commission and profit 
sharing arrangement with adequate weekly 
or monthly advances to enable the —e 
and continuous contacting and personal call- 
ing on the trade in the above territory. All 
replies held in strict confidence. Services 
available on short notice. Address H-76, 
American Lumberman. 


























EXPERIENCED MILLWORK EXECUTIVE 


Wants position as manager of wholesale 
manufacturing or jobbing business. Address 
E-40, American Lumberman. 


MILLWORK EXECUTIVE 


Desires connection with progressive organiza- 
tion which recognizes initiative, dependabil- 
ity and responsibility. Manager of small mill 
or sales manager. Specializing in architec. 
tural millwork exclusively last ten years. 
Address H-36, American Lumberman. 








Salesman calling on lumber yards Philadel- 
hia and vicinity wants line commission basis. 
reference, Millwork, Plywood or Kindred 

Lines. Address H-63, American Lumberman. 





Bookkeeper and stenographer, female, age 
35, 8 years experience in retail lumber & 
millwork business, desires responsible posi- 
tion in retail or wholesale lumber company, 
vicinity Irvington. Newark, Jersey City or 
New York. This ad with the full lnowhaal 
of my present employer. Address H-69, 
American Lumberman. 





Line Yard Manager wants to change location. 
20 years’ experience, 10 years same company. 
Age 40. Address H-77, American Lumberman. 


EXPERIENCED LUMBERMAN 


Thoroughly familiar with large or small yard 
operations. Last twenty-five years as man- 
ager of three different yards in Chicago. In- 
terested in permanent position only. Would 
consider connection with Wholesaler as I am 
familiar with most of the yards in and around 
Chicago. Address J-29, American Lumber- 
man. 








HARDWOOD INSPECTOR 
Open for position as Inspector or Yard Fore- 
man. Capable and experienced. References. 
Address J-32, American Lumberman. 





Lumberman with many years experience, now 
returning to widely established retail yard 
and industrial trade in the east desires re- 
liable connection with west coast manufac- 
turer or wholesaler. Address J-30, American 
Lumberman. 





COMPLAINT SETTLER 


Tactful, diplomatic lumberman located in De- 
troit specializing in distressed lumber and 
adjusting complaints. Grade expert in all 
domestic woods and mahogany. Address J-26, 
American Lumberman. 





SALES ACCOUNTS WANTED 


High class lumber salesman located in De- 
troit twenty-five years desires Ponderosa and 
Sugar Pine account for that city. Address 
J-25, American Lumberman. 





Wanted—Experienced lumberman would like 
a manager or auditor position. Address J-33, 
American Lumberman. 





ARCHITECTURAL ENGINEER & DRAFTSMAN 
Seeks connection with manufacturer of prefab 
buildings or one desiring to set up prefab 
department. Will design soundly engineered 
profit making structures. Work with all de- 
partments for efficient, economical production. 
Education also in civil engineering and busi- 
ness management. Can make investment if 
necessary. Address J-36, American Lumber- 
man. 





Twelve years with large lumber mills, office 
and sales manager, chief accountant. 
Twelve to fourteen years retail operator and 
= desires permanent connections 
with possibilities. Above middle age. Address 
H-43, American Lumberman. 


— 


EXPERIENCED LUMBERMAN AND SALESMAN 
wholesale, retail, executive ability as fore- 
man and manager, employed but available. 
Age 47. Central N. Y. State. 

Address J-42 American Lumberman. 








RETAIL LUMBERMAN AVAILABLE 


Competent sales manager, assistant manager. 
22 years’ experience—15 one gag er Locaigs 
eke States City. Salary $300. Address J 
American Lumberman. . 
POSITION WANTED AS BOOKKEEPER 

Assistant Manager or pigeenes of small yard. 
Ten years’ experience in bookkeeping and s¢ 
ing. Address J-45 American Lumberman. 
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